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Fork lift cuts unloading time from days to minutes at Forrest Lumber Co. yard in Lubbock, Tex. 


THIS ISSUE: Making the most of mechanical handling equipment . . . How to get good publicity in your local 
newspaper .. . Do your windows make ‘em stop? .. . Keep on top of the materials allocation system . . . Self-order 
pevels win customer approval 
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Everyone likes the charm and beauty of pegged oak floors 


® Nothing adds more style and appeal to a home than a 
bright, colorful Ranch Plank Floor with its walnut pegs, 
alternate widths, and Decorator Finish. 

These distinctive oak floors have been commended by top 
architects and interior decorators for homes of all styles, 
modern and traditional. No matter what an owner’s decora- 
tive scheme may be, the mellow coloring and interesting 
pattern of Bruce Ranch Plank Floors will always harmonize 
with furnishings. They are in good taste in any setting. 


The beauty of these floors will never grow old . . . because 
they are solid oak with a superb factory-applied finish. With 
simple care a Ranch Plank Floor will last not only a lifetime 
.. . but for generations. 

These floors are easily laid by blind nailing over wood 
subfloor or old floors. Their installed cost is about the same 
as for regular strip floors sanded and finished on the job. 

For color booklet and complete data on Ranch Plank 
Floors, write: E. L. BRUCE CO., MEMPHIS 1, TENN. 


Bruce Ranch Plank Floor 


BRUCE! IT’S PEGGED AND FINISHED AT THE FACTORY 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Your money goes farther 
... your work goes faster! 








These are the famous Advance-. 
Design features that help make 


CHEVROLET TRUCKS 
AMERICA’S FIRST CHOICE! 


TWO GREAT VALVE-IN-HEAD ENGINES: 
the 105-h.p. Loadmaster or the improved 
92-h.p. Thriftmaster—to give you great- 
er power per gallon, lower cost per load 
e POWER-JET CARBURETOR—smoother, 
quicker acceleration response ¢ DIA- 
PHRAGM SPRING CLUTCH for easy- 
action engagement ¢ SYNCHRO-MESH 
TRANSMISSIONS for fast, smooth shift- 
ing © HYPOID REAR AXLES—for de- 
pendability and long life « DOUBLE- 
ARTICULATED BRAKES—for complete 
driver control « WIDE-BASE WHEELS 
for increased tire mileage ¢ BALL-TYPE 
STEERING for easier handling ¢ UNIT- 
DESIGN BODIES—for greater load pro- 
tection ¢ ADVANCE-DESIGN STYLING 
—for increased comfort and modern 


appearance. 
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You’re money ahead with Chevrolet trucks, for 
Chevrolet is the lowest priced line of all—and offers 
exceptional savings in on-the-job operating cost and 
in cost of maintenance, too. 


And, you’re money ahead with Chevrolet’s special 
features. Chevrolet features like Valve-in-Head engine, 


Power-Jet carburetor and many others exclusive in 
the field. 


You’re money ahead because Chevrolet has a model 
built for your job ... a truck engineered to the 
special requirements of that job and built to do it 
faster, better, more efficiently. 


Yes, your money goes farther . . . your work goes 
faster with Chevrolet trucks. Let your dealer tell 
you all the details. Let him prove that you’re money 
ahead with Chevrolet. 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 
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WASHINGTON REPORT 





Housing credit curbs: These things are no longer 
spot news; but they’re causing a lot of commo- 
tion in the Washington offices of the industry. 
Building leaders estimate that the rules even- 
tually will reduce new construction in the Dis- 
trict by upwards of 75 percent. This is a larger 
reduction than the national average; since few 
or no $7,000 houses, subject to more liberal 
financing terms, are built in Washington. 


Regulation “X,” issued by the Federal Reserve 
Board, applies just about the same rules and 
credit restraints to new houses that are built 
without government-insured loans. For ex- 
ample: on a $12,000 house, built by a non- 
veteran, the down payment would be $3,100; 
plus “closing costs” of some $300. 


Veterans make smaller down payments; but they 
usually have fewer savings. The mortgage on 
this house would run for 20 years; on a $7,000 
house, 25 years. 


Other limitations: The NPA has made gestures 
about stopping further construction of amuse- 
ment places. Race tracks, dance halls and the 
like account normally for one percent of na- 
tional construction volume; so this wouldn’t 
save much in the field of building materials. . . 
Builders at this meeting told the NPA Admin- 
istrator that the credit curbs already an- 
nounced would reduce national housing starts 
in ’51 to 600,000 or less. 


Official reasons for the various rules include the 
checking of inflation, saving of man power, and 
shifting materials to defense. 


Note that house starts dropped 20 percent in 
September, before the October real estate rules 
were announced. Also that materials prices 
had begun leveling off. Likewise that the Oc- 
tober controls were announced before the July 
credit curbs had a chance to prove themselves. 


Lumber supply: There’s no percentage in getting 
griped about it; but does any barroom econo- 
mist think the military program will need all 
the lumber that’s going to be “saved” by putting 
the slug on the housing industry? 


The estimated lumber production for this year 
is 40 billion feet; and 27 billion feet will be 
used in the various types of construction: 
nousing, industrial, commercial. Keep the sec- 
nd figure in mind. 


Rearmament needs: General Pick, of the Engi- 
neers, has said the direct lumber needs of the 
\rmed Services for the year ending next June 
30th will not exceed one and a half billion feet. 
Since the South Korean invasion, direct defense 
ourchases have been made at the annual rate 
f 1,144,000,000 feet. 


Lumber purchases for indirect defense purposes 
ire supposed to be about three times the vol- 
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ume of direct. A total of less than five billion 
feet a year. 


Housing Figures: Since all types of construction 
are going to get rolled about equally, the hous- 
ing figures can be considered representative of 
the industry. Like this: Estimated housing 
units this year 1,300,000. Next year, 600,000. 
That would be a “saving” of seven thirteenths 
of 27 billion feet of lumber; or more than 14 
billion feet. Federal officials think there’ll be 
more than 600,000 houses next year. This in- 
dustry doesn’t; unless rules are changed. 


Bigger defense purchases? Could be. But have 
you heard of housing planned for war-plant 
workers? It could come, much later. One thing 
the government directors may not have ex- 
pected was the rush to get new housing set 
before the curbs went into effect. In one day, 
D. C. builders filed financing applications for 
14,400 housing units. Of course not all will be 
built. A good many will be; keeping the con- 
struction going temporarily. 


Big worry: It’s not the immediate need for lum- 
ber by the Army. Nor is it a present shortage 
of man power in defense industries. True, there 
are reports of labor shortages. But they’re in 
civilian industries; and we don’t think the Fed- 
eral Reserve will tear the housing industry 
apart to supply the makers of widgets and 
gadgets with factory labor. 


The top worry is the puny purchasing power of 
Uncle Sam’s dollar. Inflation! 


Boom stuff: There’s heavy solicitude about it in 
the capital; even the guess that Uncle is in 
less danger from the Red Tovarisch than from 
the fact that more and more mazuma buys 
fewer and fewer guns and planes. The sooth- 
sayers here think those wild-blue-yonder prices, 
on everything from aspic to zwieback, got their 
starts in soft housing credits. So the first pur- 
pose of controls is to punch an assuasive hole 
in the bottom of the inflation bucket. 


Our masters don’t aim to kill our industry; at 
least not seriously. But they think that if soft 
credits produced inflation maybe tough credits 
can abate it. 


If they should overdo the corrective stuff, they 
can back off and let us regain consciousness. 
Anyway, they seem committed to the doctrine 
of the blackjack applied behind the ear; in the 
earnest effort to promote the dawn of right 
reason. Any cop would understand that. 


Industry expansion: It should be said soberly— 
and more fairly—that the government plans to 
expand certain industrial lines; on the theory 
that these products are vital to defense. Steel; 
certain other metals; chemicals; and on 
through a long list. In an industrial country, 
going at full volume, this involves rearrange- 
ments; some industries up, others down, by 
government fiat. 
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WIDER STEEL DOOR COMBINES BEAUTY 
WITH STRENGTH AND DURABILITY 


NOW—GIVE YOUR CUSTOMERS all these features in 
the new Strand 9’ x 7’ Receding (track-type) Door 
—designed to accommodate today’s wider cars: 


RUGGED— NEW "'X-TYPE”’ STEEL BRACING adds to the 
great strength and rigidity of the one-piece all- 
steel door leaf. Withstands shipping and handling 
from factory to completed job; assures the owner 
life-time durability and low upkeep. 


GALVANNEALING PROTECTS against rust; even when 
the doors are exposed to weather for weeks before 
painting. Galvannealing consists of a heavy galvan- 
ized zinc coat, oxidized to provide an excellent base 
for paint; no priming coat needed. 


QUICKER TO INSTALL—the one-piece door leaf elim- 
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inates field assembly of single doors. Packaged 
hardware is factory assembled. Installation is simple 
and easy. 


EASIER OPERATING... ALWAYS—Steel can’t warp, 
shrink, rot or stick; hardware is dependable. Steel 
does not absorb moisture—weight of the door re- 
mains the same in hot or cold weather, for uniformly 
easy operation. 


Shipments of the new 9’ x 7’ door start November 1. 
Strand Doors are also available in Canopy and Re- 
ceding (track) types for 8 x 7’ openings; and ina 
Double-Garage-Door (track-type only) for 16’ x 7’ 
opening unobstructed by center post. Order from 
your jobber, or mail the coupon for information 
and jobber’s name. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 
Dept. Ai-I!, 2244 E. Grand Blvd. 
Detroit 11, Michigan 


0) Please rush detailed description of the new Strand all-steel 
Garage Door for 9’ x 7’ openings. 


CO) Please send full ‘information about Strand Doors for 8’ x 7’ and 
16’ x 7’ garage openings. 


! am a [) Builder (1) Dealer (1) Prospective Owner [ Other 
NAME 
ADDRESS. 
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NEWS BRIEFS 





Starts Drop Off 


The first substantial break in 
the 1950 housing boom occurred 
in September, when builders 
started 115,000 new nonfarm 
dwelling units, according to 
preliminary estimates of the 
Labor Department’s Bureau of 
Labor Statistics. The decrease 
of 26,000 units from the pre- 
ceding month (the greatest 
August-to-September decline on 
record) apparently reflected the 
effects of both existing and an- 
ticipated credit curbs. 

Despite the drop from Au- 
gust, last month’s volume of 
new housing started was great- 
er by 12,000 units than that for 
September, 1949, and was an 
all-time high for the month of 
September. The large backlog 
of commitments made in July 
and August was instrumental in 
sustaining September starts. 

In releasing its latest report 
on monthly housing activity, 
Bureau emphasized the prelim- 
inary nature of its figures. Be- 
cause of the current uncertain- 
ties affecting the building in- 
dustry, in addition to its regu- 
lar procedures to insure accu- 
racy, the Bureau is conducting 
special field surveys in making 
its final estimates for this tra- 
ditional period. 

This year’s million mark for 
new houses started was reached 
in September. The cumulative 
total for the first 9 months of 
1950 was 1,105,700 units, com- 


pared with 747,000 units in the: 


like period of 1949. Publicly 
owned housing starts amounted 
to 21,500 units by the end of 
September this year, 30 percent 
below last year’s figure for the 
corresponding months. 

Complete reports raised the 
estimate of June housing starts 
to 144,300 units. Final estimates 
for the first 6 months of 1950 
show that new rental housing 
(units in 2-or-more family 
buildings) accounted for 17 
percent of all new dwelling 
units started during this period. 
For the same months in 1949, 
rental housing amounted to 23 
percent of total new housing 
Starts. 

Gains in both city and subur- 
ban activity have contributed to 
the record volume of new house- 
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building in 1950. During the 
first half of this year, 414,800 
units were begun in urban 
places, a gain of 65 percent 
over the corresponding figure 
for 1949. Rural-nonfarm hous- 
ing (at 290,900 units) was 47 
percent higher this year than 
last, when the first 6 months 
are compared. 

The influence of recently im- 
posed credit restrictions is even 
more apparent in the declining 
volume of housing planned for 
start in future months. Ac- 
cording to telegraphic reports, 
the number of dwelling units 
for which building permits were 
issued in September was down 
from August by 28 percent. The 
decline in permit volume was 
country-wide, but the East 
North Central States reported 
the greatest regional drop. 


* ¢ 8 


Lumber prices have been teeter- 
ing a little; mostly on a slight 
downward swing. Not all spe- 
cies, sizes and grades, and not 
in all areas. However, by the 
end of the year, says a produc- 
tion association official, “we 
MAY have lumber running out 
of our ears.” 


Building materials other than 
lumber are holding fairly level 
in price and will continue to do 
so for some time. Lumber pro- 
duction, the first seven months 
of the year, was 14 percent 
above the like period in ’49. 
Production volume of course 
shades lumber prices when 
housing begins to slow. 


Uncle didn’t know his strength 
when he slammed on _ those 
credit curbs. The housing rules 
are likely to be relaxed before 
the next building season opens. 
Housing has carried a lot of 
other lines along. Much tearing 
of collateral pants if building 
checks up of a sudden. 


* ¢ # 


Retail Sales Up 


Sales of large independent 
retailers were 14 percent higher 
in September, 1950, than in Sep- 
tember, 1949, but September 
sales were 2 percent short of 
the August dollar volume this 


year. These preliminary data, 
based on reports from approxi- 
mately 12,000 large independent 
stores, were released by Direc- 
tor Roy V. Peel, of the Bureau 
of the Census, U. S. Department 
of Commerce. These large in- 
dependent retailers are engaged 
in a number of kinds of busi- 
ness and are located in selected 
areas throughout the country. 
The percentage changes are not 
adjusted for seasonal variation, 
number of working days, or 
price changes. 

Lumber and building mate- 
rials dealers reported sales up 
39 percent in September, 1950, 
compared with September, 1949. 

Sales increased 23 percent 
for motor-vehicle dealers; 21 
percent for furniture stores; 17 
percent for hardware stores; 
and 15 percent for jewelry 
stores, in a year-to-year com- 
parison. 

September sales of both de- 
partment stores and apparel 
stores were 10 percent higher 
this year than in 1949. Gasoline 
service stations reported an in- 
crease of 9 percent; dry goods 
and general merchandise stores, 
6 percent; food stores and gen- 
eral stores, 5 percent; drug 
stores, 4 percent; and eating 
and drinking places, 2 percent. 


Home Builders’ Show to 
Air Many Problems 


An imposing program to 


_equip the nation’s home build- 


ers to cope with material scarc- 
ities, financing restrictions, cost 
problems and other prospec- 
tive production uncertainties is 
being readied for the Annual 
Convention and Exposition of 
the National Association of 
Home Builders in Chicago, Jan- 
uary 21-25, according to Frank 
W. Cortright, executive vice- 
president. 

He declared that building 
conditions during the months 
ahead will challenge the in- 
genuity and business ability of 
every home builder. 

“The unforeseen day to day 
changes which are and will be 
taking place will place a pre- 
mium on reliable facts in mak- 
ing business decisions,’ Cort- 
right said. “Besides keeping 
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Warehouse or 
Carload Shipments 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


STOCK 
PANELS 


Grades A-A, A-l, A-2, 
A-3, 1-1, 1-2, 1-3, 2-2, 
2-3, 3-3. All thick- 
nesses: 14” to 34”. 
Complete stock sizes 
or your sizes upon 
request. 


BIRCH 
DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, 
in 1° and 3/16” thicknesses. 
All panels are 3-ply construc- 
tion. 


Phenolic, Urea, Melomine and 
10 Cycle Glue. All hot press 
glues, on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs, 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


PENDABLE 
LIVERIES 


g * * 6 


COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Telephone — Midwest 4-3450-53 
TWX Birmingham 500 











fully informed on such matters 
as financing, taxes and material 
supplies, successful builders 
must take steps to utilize the 
latest technical developments 
in home building.” 

To provide these facts for 
the individual home builder, the 
association will tap every pos- 
sible source of information in 
assembling the most compre- 
hensive convention program 
ever attempted. Top business 
and government leaders will 
give builders the latest and 
most complete reports on all 
subjects affecting their busi- 
ness. Rounding out the pro- 
gram will be a series of special 
sessions devoted to new and 
improved building methods and 
equipment. Details of the pro- 
gram are to be approved at a 
meeting of the NAHB execu- 
tive and convention committees 
in Houston, October 14 and 15. 

The exposition will afford 
builders an additional oppor- 
tunity to get first-hand facts 
on the availability of materials. 
Manufacturers will have execu- 
tive personnel in Chicago to re- 
port to builders as well as probe 
builder plans for launching new 
construction projects. 

Over 160 leading manufac- 
turers have taken space in the 
show, convention-exposition di- 
rector Paul S. Van Auken has 
announced. He reports an un- 
precedented demand still exists 


_for exhibit space although the 


exposition was completely sold 
out several weeks ago. 

The show will fill all exhibit 
space in the Stevens and Con- 
gress Hotels. Early plans of 
exhibitors indicate an unusual- 
ly wide variety of products will 
be shown, many of them for 
the first time. 

The association is preparing 
for a record breaking attend- 
ance at the five-day meeting 
according to E. M. Spiegel, con- 
vention chairman. The increase 
in NAHB membership, the 
changing economic picture and 
a barrage of attendance pro- 
motion activities have stirred 
up a remarkable amount of 
pre-convention interest among 
the members, he said. Advance 
registration and hotel reserva- 
tions will be made through lo- 
cal NAHB chapters beginning 
November 1. 


Few people think the “DO” rat. 
ing affairs, in their present 
form, are going to do much ex. 
cept to goof up civilian supplies, 
“Do” works only where it’s not 
needed. A little of that, and 
we'll be headed for full controls 
pretty fast; also, and of neces. 
sity, for multiple rated prior. 
ities. 

Shortages are the real trouble in 
a supply crisis; and priorities 
don’t produce goods. Priorities 
that are mere hunting licenses 
are of slight value in distrib- 
uting goods fairly. 


* * * 


Plywood Status 


More plywood is available 
for civilian use in 1950 than 
ever before, despite growing 
military purchases. Current 
production is at the record rate 
of 50,000,000 square feet a 
week. 

These facts were brought out 
in a statement made recently 
by O. Harry Schrader, Jr., 
managing director of Douglas 
Fir Plywood Association,. rep- 
resenting 58 fir plywood plants 
located in Washington, Oregon 
and California. 

“Military needs of the na- 
tion, including both _ direct 
Army purchases and contrac- 
tors supplying materiel, now 
are expected to amount to 
about 15% of the Douglas fir 
plywood produced during the 
remainder of 1950,” Schrader 
said after conferences at Wash- 
ington, D. C., with military pur- 
chasing agencies. 

This constitutes a big jump 
from pre-Korea military needs 
and far greater purchases than 
have been made during the first 
90 days of war in Asia. “Mili- 


tary needs are not fixed, of. 


course, and may well grow in 
the year ahead, but any rumors 
circulating that the military is 
now taking the bulk of Douglas 
fir plywood simply are false,” 
he added. 


Market Trends 


Tacoma—Local mill men are 
somewhat skeptical at reports 
of skidding lumber prices, at- 
tributed by many marginal op- 
erators to imposition of stricter 
federalcreditcontrols. Theysay 
that for the most part prices 
are the same today as they were 
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: THAT'S BACKED BY COLOR ADS IN 
‘ BETTER HOMES & GARDENS, 

; AMERICAN HOME, 

AND HOLLAND'S 


T So PS OD eS Se Sa eee 


' er RK VS ue 
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These Leading Manufacturers make 
Wire Screening of ALCOA ALCLAD ALUMINUM 


American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Company 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 


The C. O. Jelliff Manufacturing 
Corp. 


Keystone Wire Cloth Company 


New York Wire Cloth Compa 





REACHING OVER 6,400,000 READERS. 


ADS THAT ARE TELLING YOUR CUSTOMERS 


Pacific Wire Products Co., Inc. \. 


Pennwoven, Inc. 
Spargo Wire Company, Inc. 


Standard Wire Cloth & Screen 4 


Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 


Woven Wire Fabrics Div., 
(John A. Roebling’s Sons, Co.) 


ee ao" 


WHY ALUMINUM IS THEIR 
BEST BUY IN SCREENING. 


Gentlemen: 


Name 


TIE-IN ... . 
for your Scxccw Tine’ profits 


with these FREE Newspaper Mats, 
Folders and Window Streamers. 
For samples fill in this coupon 
and mail it today. 


Please send samples of your free promotional material to: 





Address 











ntttmmneiennnnminml 


Be ready for SounyTue profits— order from Your Supplier NOW! 


Look for it on the screening you buy. Your customers will. 


This tag identifies wire screening made of Alcoa Alclad Aluminum. 
A.uminum Company OF AMERICA, 1418L Gulf Bldg., Pittsburgh 19, Pa. 

















two months ago, particularly 
where better grades of lumber 
are concerned, and believe any 
reductions now will be only 
temporary. For example, mills 
are quoting shiplap at retail lo- 
cally at $92 a thousand, the 
same price as it was in August. 
Flooring shows a wider range, 
varying from $80 to $400, de- 
pending on quality. Flooring 
prices likewise have not 
changed materially since Aug- 
ust. No. 2 common is reported 
at $92 a thousand. Some 2x4s 


in eight-foot lengths are quoted 
at $50 a thousand. Douglas fir 
plywood spokesmen say there 
has been no drop in plywood 
prices. Today’s general price of 
about $97 a thousand is about 
two dollars above the August 
price, they say. They report 
that a current seasonal sales 
slump in the Pacific Northwest 
has been offset by increased de- 
mand from the midwest, which 
continues to make plywood 
scarce on the market. The mid- 
western demand is attributed to 
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ELECTRIC 


BUILD PROFITABLE 































ONE DEPENDABLE 
SOURCE OF GUARANTEED 
MERCHANDISE 


@ ONE UNIFORM HIGH 
STANDARD OF QUALITY 


@ OVER 50 YEARS’ 
EXPERIENCE 


@ SALES-STIMULATING 
NATIONAL ADVERTISING 


@ ON-THE-SPOT "SALES 
CLOSING" ASSISTANCE 


Ring up MORE SALES ... EASIER 
SALES . . . REPEAT SALES—with CLAY 
equipment... a “natural profits’’ line 
for the lumberman. Each CLAY dealer 
has the key to the dollar-packed farm 
market in his territory with this diversi- 
fied line of barn, hog and poultry 
house items. Your farmer-customers 
prefer the proved superiority of CLAY 
products. They know the CLAY name 
means sound engineering—exclusive 
features — outstanding performance. 
Get MORE than your share of the 
equipment to be sold for the many 
farm buildings to be built in your com- 
munity this year. Sell CLAY—it paysl 


Write 


Gar 
FREE 


CATALOG = 
CLAY EQUIPMENT CORP. 






CEDAR FALLS, IOWA 














military contracts. Plywooj! 
mills in this area currently ay 
reported to be about six week 
behind in orders. Local privat 
building has been slowed dow, 
somewhat by the federal curbs 
But this slump has been offse 
by huge government order, 
One local mill is reported ty 
have a big order of lumber 
destined for nearby McChord 
Air Force Base. This orde 
will put the firm’s current Oe. 
tober sales on an equal basis 
with October of last year. Some 
other firms report sales drop. 
ping as much as 40 per cent, 
They say that the seasonal 


drop, along with government J t 
curbs, is responsible for the cup‘ 
back. ee 


Baltimore—The decline in 
lumber prices was somewhat 
slower to be felt here than at d 
other big centers, but Ballti- i : 
more yard owners now report s 
deliveries to be substantially 
down from a month ago. More. 
over, they expect the dip to 
continue, with a full readjust- 
ment coming by December 1. 
They say they think the market 
will sink back to the June level 
at the time of the beginning of 
the Korean war. 

Here are some examples of 
the price recession in Southern 
pine, No. 2 C & B air dried 
stock: 2 x 4 D4S, 8 to 16 feet in 
length, $77 per M; was $84. 1x 
6 D2S, $89; was $100. 2 x 6, 
R/L, $99; was $101. 2x 10, R/L, 
$96; was $107. 1 x 4 D2S B and 
better flooring, $158; was 
$166.50. 

Georgia long leaf pine de 
cline is indicated in the 1 x 12 
x 16 boards, now being brought 
in for $105 in contrast to $129 
a very short time ago. West 
Coast fir also is sharply down, 
the reductions running as high 
as $20 per M. 

Some believe the going price 
may be $95 within a few days, 
and perhaps $90, with many of 
the coast’s small mills closing 
down. Some distress lumber 
has been reported in recent 
days, with one lot bringing only 
$85. This was actually below 
cost, according to the report. 
The possible $90 shortly 13 
doubted by some who point to 


Dict + ott 


ae. ki 


‘mill cost at $60 and $28 rail 


freight from the West Coast 
here. Some losses of $300 t0 
$500 per car on western fir and 
hemlock have been reported. 
Western white spruce als0 
tumbled, the current delivery 
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NEW FEATURES 


DEWALT 






























e 7 DE WALT, INC., 511 Fountain Avenue, Lancaster, F 
7 % 7 \ \ Please send me literature and complete specifications on 
, \ s the new DE WALT GR and GW. 


Name 
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being at $103.75 compared with 
$124 three weeks ago. 

Plywood is exceedingly hard 
to get, and the quotations re- 
main very firm. 

Most of the local dealers have 
been running on very low in- 
ventories, and, it is said, few 
have been harmed by the pre- 
cipitate price decline. The feel- 
ing here is that the market will 
rock back to about where it was 
in June before the Korean war 
began. Large operators say they 
have substantial orders which 
are “waiting out the market.” 
Some Baltimore dealers are 


fairly busy, others less so. The 
new crackdown on_ housing 
credit regulations has induced 
extreme caution among build- 
ers for 1951 plans, and a few 
are bitter about the Federal 
government singling out the 
construction industry in such 
salutary fashion. 

Seattle—Log inventory as of 
October Ist shows improvement 
towards the goal of an adequate 
winter supply. Current slack- 
ened demand for i 





lumber is 
helping to increase number of 
logs in the waterways. Weather 
conditions have been favorable 
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HH OND 
PERLITE z 5 
PLASTER ease 


Plaster made with 
CORALUX 


V soundproofs! 
... insulates 
... fireproofs 
... weighs less 
... resists cracking 


CORALUX Perlite Agaregate is packed 3 cu. 
ft. to the bag, for exact, easy batching. 
Available in mixed cars or trucks, with 
other Schundler light-weight aggregates, to 
reduce dealer handling costs and inven- 
tories. ASK YOUR JOBBER! 


JOLIET, ILL. 







has plus 
values 


'* + ¢ ¢ + + 4 


that mean 
dough 
for 
dealers 


Schundler's CORALUX* Perlite Aggregate 
puts new sales appeal into plastering bids, 
and new profit opportunities in dealers’ 
hands. It helps take choice jobs out of com- 
petition because there's more to talk about 
than price. 


V soundproofs! CORALUX Plaster is sound 
absorbent. Acoustically treated walls make 
homes, offices, stores and factories mora 
comfortable places in which to live or work. 
More and more buildings are being given 
the added comfort of sound-absorbing walls 
and ceilings through the use of CORALUX 
Plaster. Its millions of glass-encased air 
cells soak up sound, instead of bouncing it 
back to add to the stresses and nerve strains 
of modern living. 


You can demonstrate . . . spectacularly, 
with blow-torch, hammer and nails . . . the 
superiorities of plaster made with CORALUX, 
to cash-in on profit opportunities. 


Schundler's factory-trained sales engineers 
are ready to help you get started with this 
revolutionary, new, sales-building aggregate 
that makes plaster better in five important 
ways. 


WRITE Dept. A for literature 
and samples! 


*Trade-mark 


gCO. 


LONG ISLAND CITY, N.Y. 





though minor 
have occurred. 

Puget Sound ponds reported 
508 million feet on hand which 
is 43 million more than a month 
ago and but 21 million below 
October 1, 1949. Columbia river, 
with 398 million feet, is up 50 
million over a month ago but 
is still 140 million below this 
time last year. Grays Harbor 
with 91 million feet is still 15 
million feet below last year’s 
supply on Oct. Ist and _ has 
gained but one million during 
the month. 

Demand-prices—T he _ gener. 
al market picture presents a 
reversal from the high market 
of last summer. Where dimen- 
sion had faced a tremendous 
demand now some mills insist 
on cars containing half com- 
mons. Green fir lumber has 
dropped to where the spread 
between green and dry is around 
$15.00. In the past fortnight 
green fir dimension has declined 
from $3.50 to $7.50. Surpris- 
ingly upper items remain 
steady; in fact all dry lumber 
seems to be holding its own. 
Timbers are stronger than di- 
mension due to the fact that 
much dimension is made in re- 
milling plants. New transits 
are being reduced drastically. 
Cars are now plentiful enough 
to handle the reduced volume of 
buying. Green hemlock dimen- 
sion can hardly be sold in the 
retail market. 

Shingle operators aver there 
is no market. They attribute 
this to two factors. One, they 
agree, is that prices simply got 
too high and the second is the 
new government mortgage re- 
strictions which have killed the 
big boom in building whole sub- 
divisions of homes. 

Where No. 1 sold for as high 
as $15.00 a few weeks ago they 
now bring $10.00 and this ratio 
continues through the No. 1’s 
and 2’s in all three types of 
shingles. No. 3 shingles have 
not weakened as much as the 
higher grades. 

Dry Hemlock dimension has 
dropped $2 to $5 in the past two 
weeks and dry Engleman spruce 
is off $4.00. Log prices are 
fairly steady. 


labor troubles 


Lumber—National 


Lumber shipments of 437 
mills reporting to the National 
Lumber Trade Barometer were 
2.8 percent below production 
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for America's 
Most Modern 
Homes 





SEE THEM TODAY 
OR WRITE FOR 
FREE BOOKLET 


Phone, wire, teletype or 
write TODAY for com- 
plete information and 
the name of your near- 
est jobber. 


ee eeeeeeeeeeeeeeee, 
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. & 
®Peeeeeceeeeeseeee*® 


Bi itpInc Propucts MERCHANDISER 


KENNEDY FAMOUS 
FINNISH BIRCH 
FLUSH DOORS 


Superior 6 Ways 


@ Door panels feature Horizontal 
Grain for distinctive beauty. 

@ Finnish Birch hardwood—the wood 
of character—burls and grain 
swirls add new richness and quality. 

@ They stay flush! Rails and stiles are 
minimum 2!/, inch width kiln-dried 
Norway Pine. 

Double lock-blocks permit conveni- 
ent left or right swing installation. 
Doors are hand-sanded individu- 
ally to provide uniform surface for 
finer finishing. 

Materials are kiln-dried to 8% 
moisture content—permanently 
joined with special synthetic resin 


jJ.G. KENNEDY LUMBER CO. 
SEATTLE 1, WASHINGTON 


TELEPHONE 


SEneca 1880 


TELETYPE CABLE ADDRESS 


SE 550 aii ietete):; 

















wholesalers ... 


_jobbers..._ | OOK 


into the 
TAYCO 
semi- 
automatic 
garage 
door 
before you 
re-ORDER 
garage 
doors 








“FLOATING SPRING'* feature — 

first major improvement in garage 

doors in 20 years — has powerful 
selling appeal 


Everyone likes the easy, simple installation of 
Tayco doors. They come pre-assembled, ready 
to install — complete installation in about 30 
MINUTES. With the exclusive "Floating Spring" 
feature, the preloaded spring makes field adjust- 
ment unnecessary. Spring operator is mounted 
on the door panel. And only 6 in. clearance 
behind the door is required. 





Home owners like Tayco's smooth, finger-tip 
operation, simplicity of design and construction, 
beauty and lifetime service from the tough, 
alloy, heavy gauge aluminum. 


Dealers like the profits they make selling Tayco 
doors . . . repeat sale business without service 
too. And single packaging reduces warehouse 
space and simplifies handling. 


Shipping Carton . : = 
4”x46"x96” = SALERS JOBBERS 


Approximately 100+ 





L. S. Taylor Manufacturing Co. 
851 Marietta St., N. W., Atlanta, Ga. 


Gentlemen: 
Please send full information and prices to: 





SEU. chgavacuabcarse moccunedevorsuueveteaauned ( Wholesaler 


*Patents Pending 





I o.cosb0n dasa dyasguienccs nae sasaawnneaeees 0) Jobber 





Pe Ee ee ea 0 Dealer 


L. S. TAYLOR MANUFACTURING CO. 


851 Marietta St., N. W. HEmiock 4°25 Atlanta, Georgia 








for the week ending October i4, 
1950. In the same week new 
orders of these mills were 196 
percent below production. Un. 
filled orders of the reporting 
mills amounted to 49 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 25 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
48 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.6 percent above 
production; orders were 17.5 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 62.3 percent above; ship- 
ments were 64.3 percent above; 
orders were 38.1 percent above. 
Compared to the corresponding 
week in 1949, production of re- 
porting mills was 11.2 percent 
above; shipments were 10.5 per- 
cent above; and new orders 
were 14.3 percent below. 


Western Pine 


The 97 mills reporting to the 
Western Pine association for 
the week ending October 14, 
1950, produced 81,363,000 feet 
of lumber. This compares to 
69,569,000 feet for the same pe- 
riod last year. Orders for the 
week totaled 61,980,000 feet 
compared with 70,343,000 feet 
last year. Shipments for the 
week amounted to 74,341,000 
feet as compared to 66,330,000 
feet a year ago. Shipments 
were 8.6 percent below produc- 
tion and orders were 23.8 per- 
cent below production. 


Southern Pine 

Production of lumber by the 
125 mills reporting to the 
Southern Pine Association for 
the week ending October 14, 
1950, totaled 21,456,000 feet, 
or 5.86 above the three year 
average. Shipments during the 
week amounted to 19,884,000 
feet, 7.33 percent below the 
three year average. Orders re- 
ceived during the week totaled 
18,126,000 feet, running 10.57 
percent below the three year 
average. Shipments for the 
week ran 7.33 percent below 
production and orders ran 15.52 
percent below production. 


Northern Pine 

The five mills reporting to the 
Northern Pine Manufacturers 
Association cut 5,795,000 feet 
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mi330 MICARTA PANEL? 

‘p- s 

e: 

e, 

ng 

e- 

nt Micarta Pre-bonded Panels offer you the chance for a worthwhile sale . . . at a worthwhile profit. 

T= 

rs You can sell a lot of them to your “home hobby” customers (and to carpenters, builders, etc.) 

Everybody wants this wonderful wear-proof, high-pressure plastic surface in kitchens, dinettes, 

1e playrooms (and in stores, soda fountains, etc.) 

or 

4, It dares dishes or cutlery to scratch, scrape or nick it Sr is never stained by grease, alcohol, 
ot household acids, or even by iodine . . . is cigarette proof . . . and the supersmooth surface is 

“i cleaned by the swish of a cloth! 

le . - 

t All your customers have seen the miracle of Micarta on soda fountains, store counters and 

at in glamorous new or remodelled kitchens. They are reading about it in big magazine ads, 

) too—The Sat. Eve. Post, Good Housekeeping, building and architectural publications, 

Pr 

0 hobby magazines, etc. Aa 

Ss . . ° 

“4 Now every customer can install Micarta himself—using MICARTA PRE-BONDED PANELS. In 
be this form the Micarta is permanently bonded to Weldwood Plywood with a Micarta backing sheet. 

AS 
Anyone can saw, —_— trim, plane, drill and install these panels using ordinary 

. tools! Your heme owners can remodel their own kitchens, ras your carpenters can install 

e counters embodying Micarta tops and faces. 4&2 

r woe 
§ The panels (%” thick) come in four sizes, virtually eliminating waste for every common installation. ye 
9 

r And there is A SPECIAL LUMBER MERCHANT DEAL that helps you develop this new business 
a fast, easy way — a complete Plan, Self-Selling Display and all Promotional Material. 





MAIL THE COUPON for full details of UNITED STATES bce CORPORATION ae 11-4-50 
the Special Deal for 55 West 44th Street, New York 18, N.Y. 


Please send details of Micarta Special Deal for lumber 


ee oN eS © Te 











; Lumber Merchants e merchants. 
: 5 NAME... = 
MICARTA is made by . 
S COMPANY. 
WESTINGHOUSE ¢ aan 


and sold in decorative grades only by 
UNITED STATES PLYWOOD CORPORATION 
and U.S.-MENGEL PLYWOODS, INC. 
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during the month of Septem- 
ber, as compared to 5,850,000 
feet for the same period last 
year. Shipments for the pe- 
riod totaled 5,160,000 feet and 
orders received amounted to 
3,500,000 feet. Unfilled orders 


on hand amounted to 4,810,000 
feet compared to 3,500,000 feet 
a year ago. Stocks on hand 
amounted to 28,460,000 feet 
compared to 37,010,000 feet a 
year ago. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. + D 
Pe ae 160.00 150.00 115.00 
Flat Grain Flooring 
BD. -heabeum exes 140.00 130.00 90.00 
Me ce ate eswewed 143.00 138.00 110.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 115.00 
1x6 (Pat. #116).155.00 150.00 115.00 
Ceiling 
Me steveveudws 115.00 110.00 70.00 
UE cranatd ieee 120-130 115-125 100.00 
Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
No. 1 ... 42.00 74.00 72.00 72.00 
No. 2 .. 67.00 69.00 63.00 63.00 
No. 3 .. 62.00 64.00 63.00 62.00 


No. 1 Dimension 
12’ 14’ 16’ 
2x 4 .67.50 67.50 67.50 7 
2x 6 .67.50 67.50 67.50 7 
2x 8 .67.50 67.50 67.50 71.50 71.50 
2x10 .67.50 67.50 67.50 71.50 71.50 
2x12 .65.50 65.50 65.50 68.50 68.50 


18’ 20’ 
1.50 71.50 
0.50 70.50 


No. 2 Dimension 
2x 4 .65.00 65.00 65.00 67.50 67.50 
2x 6 .64.00 63.50 64.00 68.00 68.00 
2x 8 .63.50 63.50 63.00 67.50 67.50 
2x10 .63.50 63.50 63.50 63.50 63.50 
2x12 .62.00 62.00 62.00 62.00 62.00 
No. 3 Dimension R/L Only 
2x 6 .54.00 
2x 6 .52.50 
2x 8 .52.50 
2x10 .49.00 
2x12 .49.00 er a ieee leaner 
(Add $15.00 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 
Selects 


S2 or 48 4/4 RW 5/4RW 8/4 RW 


C&Btr. RL ..265.00 275.00 270.00 

Shop, S28 No. 1 No. 2 
DES siarveUeewasa lw ewsewee 155.00 135.00 
Eee ere ea 150.00 120.00 

Commons 

S2 or 48 No. 2 No. 3 3&Wadr. 
RE ae 125.00 96.00 88.00 
ot io Ae 125.00 95.00 

Trim 1x4 1x5 1x6 1x8 
SOMES. cine enema eelnacd widens 
es tess Secad. sleciem Gocrae 
a Slewadk eae ween -garatecs 

Idaho White Pine 

Selects, S2 

or 48 1x4 1x6 1x8 5/64 
DL ME cack Govdhele @t'adia c'gdas 
PES e eee ea walstoe, . siateais 

Commons, S82 or 4S No. 1 No. 2 No. 3 
Be ca aera ar: eet 130.00 115.00 89.00 
ae ee 130.00 115.00 89.00 


Sugar Pine Selects, 
S2 or 48S 4/RW 5/4 RW 6/4 RW 
B&Btr. RL .. 


Ace a Ss Geese deawe ~ wieeea 
DOME Gitacecl Geees <Baeee deatale 

Shop, S2S No. 1 No. 2 No. 3 
Pee CMa Nadas anghia te,’ ~ costes 
DCMS maehes wilds IL Gibte - sainered 
| Sree 


SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. C D 
DIE dvece gee oad 145.00 140.00 105.00 
Flat Grain Flooring 
Be -wetwan eure 120.00 115.00 95.00 
PE dara ec ateceaie 35.00 130.00 100.00 


Drop Siding 


1x6 (Pat. #106).148.00 135.00 110.00 
1x6 (Pat. #116).148.00 135.00 110.00 
Ceiling 
| eee 105.00 10.00 60.00 
| ee yore 120.00 115.00 70.00 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 1 . 84.00 84.00 84.00 84.00 
No. 2 79.00 79.00 79.00 79.00 
No. 3 73.00 73.00 73.00 73.00 


No. 1 Dimension 
»? 14’ 16’ 49° 20’ 
2x 4 .86.00 86.50 86.50 86.50 86.50 
2x 6 .86.50 86.50 86.50 86.50 86.50 
2x 8 .84.00 84.00 84.00 84.00 84.00 
2x10 .84.00 84.00 84.00 84.00 84.00 
2x12 .80.00 80.00 80.00 80.00 80.00 
No. 2 Dimension 
2x 4 .82.00 82.00 82.00 82.00 82.00 
2x 6 .80.00 80.00 80.00 80.00 80.00 
2x 8 .80.00 80.00 80.00 80.00 80.00 
2x10 .79.00 79.00 79.00 79.00 79.00 
2x12 .78.00 78.00 78.00 78.00 78.00 
No. 3 Dimension R/L Only 
2x 4 .60.00 ae er’ 
2x 6 .59.00 
2x 8 .58.00 
2x10 .55.00 
2x12 .55.00 











REDWOOD 
inis 





Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear “-" “—_" 


142x4 inch ...... 95.00 83.00 75.00 
“eED BRER onic rs 120.00 118.00 88.00 
%x6 inch ...... 155.00 143.00 120.00 
MES Inch ..20-. 185.00 173.00 130.00 
Clear Bungalow Siding, ™% Inch 
A eee. 210.00 198.00 160.00 
10 inch ........230.00 218.00 175.00 
12 inch ........230.00 228.00 165.00 
Finish, B and Btr. S2 or 4S, 
6-16’ or rough 
SPO ee eee 145-165.00 
ee eee 175.00 
SC enor eee 185.00 
Ceiling or Flooring, B and Btr., 9-16’ 
B&Btr. C D 
RC arse 100.00 97.00 85.00 
Ree haccinlece ss ate 100.00 97.00 $5.00 





RED CEDAR SHINGLES 


Royals 
ihe Le am tls 19.00 
oe ie ee ee eee ene a 10.00 
NT oS di dicacticds ahaa eC: & aie aire es 6.00 
Perfections 
My cece bisas ace einedeles 13.50 
ee te ee ee 8.25 
Sp NE 6 5h dog oo Wie © eee coi §.25 
XXXXX 
cS Fr rer eer ae 10.00 
ag >  . BARR Se ee reed 7.50 
16” 5/2 De irigiebiia ania grad sir cit al wae ».00 


ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10) 1x19 
No. 2&Btr. .104.00 102.00 102.00 103.4) 
No. 8&Btr. . 88.00 91.00 91.00 96.06 
No. 1 Dimension 
12’ 14 16’ 18’ 20’ 
2x 4 .88.00 88.00 88.00 88.00 ggg 
2x 6 .88.00 88.00 88.00 88.00 ggg 
2x 8 .84.00 84.00 84.00 84.00 84.09 
2x10 .85.00 85.00 85.00 85.00 85.09 
2x12 .82.00 82.00 82.00 83.00 83.99 
No. 2 Dimension 
2x 4 .76.00 76.00 76.00 78.00 78.9 
2x 6 .75.00 75.00 75.00 76.00 76.09 
2x 8 .75.00 75.00 75.00 76.00 76.09 
2x10 .75.00 75.00 75.00 76.00 76.00 
2x12 .75.00 75.00 75.00 76.00 76.00 
(Boards graded No. 1, 2, 3 at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. . D 
i eg peer 185.00 175.00 145.00 
Flat Grain Flooring 
2, EE Ore 170.00 160.00 120.00 
en CR eee eae 170.00 160.00 120.00 


Drop Siding 
1x6 (Pat. #£106).170.00 160.00 120,00 
1x6 (Pat. #116).170.00 160.00 120.00 


Ceiling 
i” 2a 155.00 145.00 110.00 
NE ieee athe bien © ates «sien 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 


No. 1 ...125.00 125.00 125.00 125.00 
No. 2 ... 85.00 85.00 85.00 85.00 
me. 6 .«« C880 67.00 67.00 67.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 .85.00 87.00 91.00 94.00 94.00 
2x 6 .83.00 85.00 89.00 92.00 92.00 
2x 8 .83.00 85.00 89.00 92.00 92.00 
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>» 

2x10 .89.00 89.00 89.00 92.00 92.00 

2x12 .92.00 92.00 95.00 101.00 101.00 
No. 2 Dimension 

2x 4 .78.00 80.00 84.00 87.00 87.00 

2x 6 .76.00 78.00 82.00 85.00 85.00 

2x 8 .76.00 78.00 82.00 85.00 85.00 

2x10 .82.00 82.00 82.00 82.00 85.00 

2x12 .82.00 82.00 88.00 97.00 97.00 
No. 3 Dimension R/L Only 

2x 4 .60.00 ns eaten 

2x 6 .60.00 

2x 8 .60.00 

2x10 .60.00 

2x12 .53.00 





OAK FLOORING 


Clear Pin 8x2% #x1% %x2 %x1l\% 
White ..230.00 200.00 180.00 170.00 
Red ....230.00 200.00 180.00 170.00 


Sel Plain 
White ..200.00 180.00 160.00 145.00 


Red ....200.00 180.00 160.00 145.00 


White ..175.00 150.00 140.00 125.00 
Red ....175.00 150.00 140.00 125.00 
Mixed 


15” Shorts.95.00 70.00 70.00 60.00 
#1 Com, & 

Btr. ....120.00 90.00 80.00 65.00 
#2 Com. .. 80.00 60.00 50.00 35.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 

Clear —_— 2 

%x4 inch ...... 85.00 83.00 70.00 

4x5 inch ......120.00 118.00 8.00 

x6 inch ......155.00 143.00 1 — 





ff 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
rer 210.00 198.00 160.00 
Be PO. 6eecncne 230.00 218.00 175.00 
fe 230.00 228.00 165.00 
Finish, B and Btr. 82S or 48, 
6-16’ or rough 
Rare ceenes ee eee ee -145-165,00 
pba a Ee Pe ae een ee ee 175.0 
are eee ee 485.00 
Ceiling or ee, B and Btr., 9-16’ 
&Btr. D 
eee eae 100.00 97.00 $5.00 
1x4 ‘ 100.00 97.00 85.00 


Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 

Listing under $4.00—-list plus 125 per 


cent. 
Listing $4.00 and over—list plus 130 


per cen 
Clear Lattice, 5/16”, 4 to 16’ 
100 Lin. Feet 
DN dp: de Ubldvd oars o.5%osiee ae Roe eH 
REE Scveie ester cwnuecvecpeence TE 
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*Our Grave Dangers Today 


And Some Patterns For Survival 


1V. We must do a better job of selling our Busi- 
ness Structure. Business is the machinery for 
producing and making possible the standard of 
living our people enjoy. 

Business, too, produces the weapons of war. 
American business is the most complex machine 
ever invented by man—it extends into every ham- 
let, village, farm, and home in the country. 

Business in simplest terms is the way we 
Americans make a living. Counting our farms, 
our factories, our wholesaling and retailing 
establishments, our service trades, our profes- 
sional people and our self employed, it has over 
10 million units functioning separately. These 
units are manned by 45 million workers and 
managers who direct and operate the functions 
of the machine. 

Though a highly complex structure, the Amer- 
ican business machine is very simple in its prin- 
ciple of operation—it produces and distributes, 
buys and sells—and, when it is operating ef- 
ficiently, each unit does these things at a fair 
profit for all concerned. The fact that certain 
units have operated at a fair profit for a hun- 
dred years or more demonstrates that there 
is nothing wrong with the machine itself. When 
the business units get out of kilter it is human 
element—the workers and their supervisors— 
who are to blame. 

We need a new and fresh approach to achiev- 
ing a clarity of understanding of the benefits 
of business. For years we have been saying 
“Business must sell itself better.” A great deal 
of time, energy and money has been spent in 
attempting to do that job. And yet business 
has been under fire continuously in the home, 
on the street, in the councils of organized labor, 
in the churches, and in the Halls of Congress. 
* is an American habit—even the White House 
as it. 

If we would only establish the truth about 
business, we could stop these preposterous and 
silly generalities. Every person who produces 
or sells is engaged in business, and that is prac- 
tically all of us adult workers. When we attack 
and criticize business generally we attack and 
criticize ourselves—we are undermining our own 
way of life. 

The morals, ethics, strategies and tactics of 
business are identical with those of the people. 
The principles of the average business are no 
lower or higher than those of the average 
citizen. 

\s a workman, business means to me a thou- 
sand choices in selling my services, instead of 
just one as under Communism. I can put my 
own price on my production and creativity in- 
Stead of having the government dictate it. 


—— ee 


*This is the fourth in a Series of Editorials on this gen- 
era! subject. 
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As an individual citizen, I can use the busi- 
ness machine (within my ability and capacity) 
as a worker, as a supervisor—or as an owner 
of a unit. 

Success in business is a climbing process in 
one of two ways—from worker to foreman to 
executive internally, and from little business to 
big business for the self employed. The rapidity 
of growth is controlled by the individual’s cre- 
ativity, initiative, productivity, salesmanship and 
judgment. 

We must sell the idea that for each individual 
citizen business is the vehicle for acquiring a 
higher standard of living—the only possible ve- 
hicle except working for the government. Let 
us once and for all time stop the unrealistic and 
stupid general attacks on business. Let’s be spe- 
cific and factual, rather than general and all 
inclusive, when we attack business. Such a 
course would clear the air at once. Which brings 
us to the subject of “Big” business. The average 
big business is no less moral and ethical than 
the average small business. In fact there are 
many reasons why the average big business must 
have even higher principles of operation than 
the average small business. 

Today, big business operates in a gold fish 
bowl—where a few eyes are watching small 
business, 10 thousand critical eyes are watching 
big business. It is infinitely harder for big busi- 
ness to “get away” with anything. For this 
reason big business has taken the leadership in 
the most advanced employe and public relations 
policies. 

It is probable that a higher average percentage- 
wise of big rather than small businesses have 
pension plans, health benefits, profit sharing and 
other social measures. There are thousands of 
companies in the United States that have never 
had a strike in the history of their business. 

Furthermore, every big business in America 
was once small—the Ford blacksmith shop, the 
De Forrest radio laboratory — the DuPont 
powder shed, typify the start of every big busi- 
ness in America. 

And little business continues to grow big to- 
day, as witnessed by the development of tele- 
vision companies, the growth of retail stores, 
etc., since the last war. 

By keeping business strong we keep our coun- 
try strong. 

Business is a part of the Christian Tenet— 
the Parable of the Talents. points this out spe- 
cifically under Christian teachings. Each person 
must employ his talents in “Busyness” or have 
them, taken away. 

The character of business is no higher or 
lower than the character of its management, so 
we will next examine what we have to-‘sell in 
the Character of Business Management. 
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USING CRANE attached to the lift truck, it is possible 
to unload a car of reinforcing steel in 29 minutes com- 


li 


pared with two days of hand labor. Note crane attach- 
ment is used in addition to load arms. 


Making the Most of Mechanical Handling Equipment 


Lift truck cuts unloading time from days to minutes for 


Texas dealer who adapts equipment to his special needs 


Mechanical handling meth- 
ods and machinery are con- 
stantly undergoing experimen- 
tation in an effort to save ma- 
terials handling time and labor 
in the new Forrest Lumber Co. 
yard in Lubbock, Tex. 

“I am a pretty strong advo- 
cate of mechanization and ma- 
terial handling equipment,” de- 
clares Mark Hailey, secretary- 
treasurer of the Forrest Lum- 
ber Co. “We see every day that 
we could not maintain the vol- 
ume which we do without some 
of these very efficient mechan- 
ical handling machines. 

“One thing we have found,” 
added Mr. Hailey, “is that it 
takes a little time, first, to learn 
how to use mechanical handling 
equipment to the greatest ad- 
vantage and second, for every- 
one affected to adapt his think- 
ing as to how the equipment can 
be used best.” 

Sections of roller track are 
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used extensively for paint, 
roofing, asbestos siding and 
other materials unloaded in 
quantity. “Our receipts on roof- 
ing and paint alone run many 
thousands of pounds a week 
and our unloading time is now 
figured in minutes instead of 
hours on many loads,” declared 
Mr. Hailey. 

The yard’s fork lift is used 
with a crane attachment for un- 
loading steel pipe, steel rein- 
forcing bars, merchant bars 
and shapes. With extra long 
forks attached, the lift is used 
for handling insulation and 
wallboards. A packaging sys- 
tem has been developed 
whereby sheathing can be 
wrapped into a package con- 
taining approximately enough 
for a house. This package is 
tightly wrapped and sealed in 
weatherproof paper, which will 
afford protection for about a 
year. When the contractor or 


customer orders his sheathing, 
it is truck-loaded with a fork 
lift and unloaded from the 
roller bed of the truck. Lumber 
is steel banded and wrapped in 
waterproof paper for complete 
protection until used. 

By actual test using the 
crane and fork lift, the yard 
men have unloaded a car of re- 
inforcing steel in 29 minutes 
after a get-ready period of a 
little over an hour using three 
men; one man in the car to 
hook the chains to the reinforc- 
ing steel, one on the ground to 
unhook the chains and a ma- 
chine driver. By hand, this un- 
loading job would take about 
two days. 

By using the lift to nearly its 
maximum of 1714 feet, it is 
possible to store even bathtubs 
and screen doors on the third 
floor warehouse normally used 
for rock wool and insulating 
tile. Special platforms have 
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STACKING LUMBER which will be 
banded before delivery. 


PAINT IS UNLOADED directly from trucking vans by mean 
tions of roller conveyor. 


been built for the workmen to 
Stand on so merchandise can be 
worked onto the deck. For a 
Whit€ “the Lubbock firm had 
“trouble, because of the great 
Speed in getting down just a 
few bundles of insulation at a 
time. Consequently, a chute 
mounted on two parallel tracks 
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CHUTE DEVISED BY the Forrest Lumber Co. makes it possible to unload 
bags of insulation from the third floor warehouse directly onto waiting trucks. 





eee ss 


s of curved sec- 


was built. This chute, which 
can be raised or lowered from 
the ground, can be moved from 
one opening to another in the 
upper warehouse deck and 
trucks loaded with very little 
effort. 

All of the Forrest Lumber 
Co. trucks are equipped with 


CONVEYORS SPEED CARTONS of 
paint directly into the paint section. 


roller beds for dumping loads 
of banded material on the job. 
In addition to the mechanical 
equipment already mentioned, 
both store and warehouses are 
equipped with a large number 
of two-wheel and four-wheel 
trucks to get merchandise 
around in a hurry. 
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By EVERETT B. WILSON 


National Retail 


Public Relations Counsel, 
Lumber Dealers Association 


The retail lumber dealer who 
wants to keep his name and the 
name of his company before 
the public in a constructive 
way, has an excellent opportu- 
nity to do so through the news- 
papers in his trading area if he 
follows a few simple rules. 

Newspaper publicity can 
serve a double purpose and 
hence have a double value if 
planned with both objectives in 
mind. First, it is a form of ad- 
vertising, in that mention of the 
dealer in the news columns 
serves to remind the public that 
he is in business and the fact 
that he is quoted in his local 
newspapers tends to increase 
his prestige. 

Second, and of much greater 
importance, the right sort of 
publicity can go far toward im- 
proving the dealer’s public re- 
lations by making him appear 
as a public-spirited citizen who 
is thinking and working with 
the public welfare in mind. 
With a little extra thought and 
attention, any dealer can ac- 
complish both purposes in his 
local newspaper publicity pro- 
gram. 

The -rules to follow in ob- 
taining newspaper publicity ap- 
ply equally to radio and the 
benefits are the same. 

Rule number one in getting 
newspaper publicity is to give 
to the press statements which 
contain genuine news or views 


of interest to readers. Very 
few papers will publish 
outright product advertising 
64 


How to Get Good Publicity 
in Your Local Newspaper 


You can increase your own prestige and that 
of the industry with news stories by following this set 


of easy but important rules 


material in the guise of news, 
but a large percentage will 
quote a dealer in their news col- 
umns if what he says is sig- 
nificant and interesting. 

The second rule is to be sure 
the statement is timely. 

Rule number three is to make 
certain that all facts in the 
dealer’s statement are clear 
and accurate. 

Rule number four is to give 
all of the pertinent facts. This 
means telling who, what, when, 
where, how, and why. 

The fifth rule is to present 
the information to the newspa- 
pers in convenient, usable form. 
And the sixth is to make the 
statement fairly brief and con- 
cise. 

There are other important 
rules but these six count most 
heavily, so let’s look at them 
more closely. 

Most news consists of reports 
on what people or organiza- 
tions are saying and doing. 
Therefore, to qualify as news 
and to merit publication, a 
dealer’s statements to the press 
ordinarily will deal with one of 
these three types of informa- 
tion. 

1. Interesting facts about 
the dealer, his company, or his 
employes: Announcements 
about awards to employes for 
long service; promotions in the 
organization; appointments to 
civic or industry committees; 
important anniversaries of. the 
company; visits of important 
individuals to the yard; instal- 
lation of interesting or money- 
saving new equipment; expand- 
ing the size of the yard; hold- 
ing an open house or the open- 
ing of a new building. 

2. The dealer’s views of mat- 
ters of local concern—better 
schools, safe driving, more 
parks and playgrounds, better 
street lighting, etc. 

3. The dealer’s views of im- 
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portant national affairs—hous- 
ing legislation, tax proposals, 
etc. 

Local editors will have their 
own ideas as to whether any 
particular statement is suff- 
ciently interesting and news- 
worthy, but more times than 
not stories along those lines 
will be printed if the other 
rules are followed. 

Timeliness means just that. 
Editors ordinarily don’t pub- 
lish stories about what hap- 
pened last month or several 
weeks ago. Even if a dealer 
made a splendid speech to the 
Rotary Club two weeks ago 
about ways to reduce housing 
costs, it isn’t news for very 
long. A daily paper is interested 
in what happened yesterday or 
today and what is going to hap- 
pen in the future. Editors of 
weekly papers are mainly in- 
terested in what happened dur- 
ing the last week. 

Timeliness means, then, get- 
ting the news to the editor in 
time to be published before the 
news value has vanished and 
getting it to him in time to be 
published while it still is news. 
Statements have a better chance 
of getting into print if they 
reach the editor one or two days 
ahead of the day they are to 
be published. 

Being clear and accurate 
means checking every fact to 
be sure it’s right and checking 
back over the statement to be 
sure all of the words and facts 
are understandable to the lay- 
man. Newspaper editors don’t 
like technical material. 

Anyone in the retail lumber 
business knows what a fork-lift 
truck is, but the newspaper 
reader doesn’t, nor does the ed- 
itor. If you have just put into 
service the first fork-lift truck 
in the county, your statement 
will have to explain what it is 
and how it works and why it 


reduc 

want 
} gett 
print 

Git 
- facts 
deale 


an 0} 
yard 
durir 
vited, 
phon 
more 
throv 
waste 
Pre 
venie 
state’ 
space 
and r 
the | 
also 
lette1 
thent 
carb 
each 
copy. 
usual 
ous ¢ 
use 0: 
ately 
the 
given 
he is 
ment. 
lishec 
Ma 
shoul 
cause 
wade 
sary 
basic 
prese 
facts 
two 2 
cant 
padd: 
It | 
publi 
to all 
at th 
reaso 
appes 
the r 
same 
deale 
both 
per, 
tant » 
the d 
is pu 
It 
cours 
a WI 
story 
edito: 
facts 
in so 
0 se 
the ¢ 


Bur LI 





reduces handling costs, if you 
want to have a good chance of 
getting the announcement 
printed. 

Giving all of the pertinent 
facts is equally important. The 
dealer who tells the press about 
an open-house to be held in his 
yard but fails to state the hours 
during which the public is in- 
vited, either forces the editor to 
phone for the missing facts or 
more probably, tempts him to 
throw the statement in the 
wastebasket. 

Presenting the facts in con- 
venient form means that the 
statement should be double 
spaced, typewritten if possible, 
and neatly typed on one side of 
the page. The release should 
also be typed on the dealer’s 
letterhead, to establish its au- 
thenticity. Most editors reject 
carbon copies, so it pays to give 
each paper an originally typed 
copy. A mimeographed copy 
usually is acceptable, if numer- 
ous copies are required, but the 
use of the mimeograph immedi- 
ately reminds the editor that 
the statement also is being 
given to other newspapers and 
he is more interested in state- 
ments which will not be pub- 
lished in competing papers. 

Make It Brief: The release 
should be brief and concise be- 
cause editors are reluctant to 
wade through a lot of unneces- 
sary words to sift out a few 
basic facts. The best plan is to 
present all of the important 
facts in the first paragraph or 
two and then add other signifi- 
cant facts without unnecessary 
padding. 

It goes without saying that a 
publicity release should be sent 
toall papers in the trading area 
at the same time. If there is 
reason to ask that it should not 
appear before a certain date, 
the release date should be the 
same for each paper. When a 
dealer is sending a statement to 
both a weekly and a daily pa- 
per, and the timing is impor- 
tant the release date should be 
the day when the weekly paper 
is published. 

It isn’t always necessary, of 
course, to give the newspapers 
a written statement. If the 
‘story is really important, the 
editor will be glad to take the 
facts over the telephone. And 
In some cases he may be willing 
to send a reporter to interview 
the dealer. However, best re- 
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THE CHARLOTTE OBSERVER 





The Foremost Newspap 





PRESENTATIO 


McAlister Carson (left), president of the Charlotte 
Chamber of Commerce, represents the American Lum- 


rman magazine in the presentation of the publication’s Master Merchant award 
to John F. Heinz (center) and W M. Spurrier of the H. & S. Lumber company. 


(Observer Staff photo—Houston. ) 








Charlotte, N. C.—John F. Heinz 
and W. M. Spurrier of the H. S. 
Lumber Company, 520 Dowd Road, 
Charlotte, on April 11th received the 
coveted Master Merchant award pre- 
sented by the American Lumberman 
(Magazine) of Chicago. 

The award was presented by Cham- 
ber of Commerce President McAlister 
Carson in behalf of C. B. Sweet, 
president of the National Lumber 
Dealers Association. 

Signing the citations were Mr. 
Sweet and Herbert Vance, publisher 
of American Lumberman, a national 
trade publication. 

The award is made by the maga- 
zine’s editors in recognition of “in- 
telligent management, progressive 
merchandising, and conscientious serv- 
ice to their consumers and com- 
munity.” 

Mr. Heinz is president and Mr. 


Spurrier executive vice president of 
the lumber firm. 

The company’s new plant, a photo- 
graph of which was featured on the 
cover of the American Lumberman 
edition of December 3, 1949, is at 520 
Dowd Road. 

A three-page article on the com- 
pany and its two executives was car- 
ried in the same edition. 

The article cites the growth of the 
company from 10 years ago, when 
both men were employed by Wearn 
Lumber firm. When the Wearn com- 
pany decided to specialize in mill- 
work, Mr. Spurrier and Mr. Heinz 
purchased the retail division. Today, 
their company employs 35 persons in 
Charlotte. 

The master merchant certificates 
awarded yesterday go to outstanding 
building materials dealers throughout 
the country. 





RECOGNITION LIKE AMERICAN LUMBERMAN’S 


“Master Merchant” cer- 


tificate award provides an excellent springboard for newspaper publicity. 


sults usually come from pro- 
viding the information in writ- 
ing, both because it saves time 
and trouble for the editor, and 
because the printed story is 
more likely to be accurate if 
the basic information is spelled 
out on paper. Misunderstand- 
ings and misinterpretations of 
technical facts occur frequent- 


ly when reporters don’t have’ 


the facts in writing. 
Suggested List of Subjects: 
The list of subjects that will 
serve as the basis for publicity 
releases which newspapers us- 
ually are glad to publish is al- 
most endless. Here are a few 
more of the ideas, the sort 


of which are most likely to get 
into print: 

1. The dealer is leaving to at- 
tend a national convention in 
another city. 

2. The company is provid- 
ing trucks or camp sites or the 
use of a building to Boy Scouts, 
Campfire Girls, or a civic organ- 
ization. 

3. The dealer makes a speech 
on a timely subject to a local 
organization. 

4. The dealer has arranged 
a public lecture by. a _ well- 
known authority on home mod- 
ernization. 

5. The company has received 
a prize or award in an im- 
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cnstel KNENVENCES 


Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 


K-VENIENCES make the most of any closet 
space, too, adding maximum efficiency 

along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 
everything in reach, and double closet capacity. 


The complete line of K-VENIENCES closet 
fixtures merits your full attention. Its more 
than 40 items provide the right fixture for 
every need, to fit any size or shape of closet. 





We will be pleased to send you a 
complete catalog upon request. 


@ The new ‘'F’’ merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 
This door-type panel holds an assortment 
of the most popular K-VENIENCES. 
Write for illustrated sheet 
giving complete information. 
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portant contest. 


6. The dealer has started a 
large new subdivision of low. 
cost houses. 


7. Employes of the company 
have made a large group pur. 
chase of U. S. Savings Bonds 
or a large contribution to the 
Community Chest. The dealer 
urges conservation of critical 
materials during the emer- 
gency. 

8. The dealer has _ con- 
structed a new store or home in 
record-breaking time. 


9. The dealer assures the 
public that the current short- 
age of building materials will 
end soon. 

10. The dealer explains that 
the current shortage of lumber 
is due to the shortage of freight 
cars needed for the defense 
program. 


11. The quantity- of mate. 
rials handled by the dealer dur- 
ing the past year set.an all-time 
record, three times as high as 
20 years ago, owing to the 
greatly increased demand for 
home and farm improvements 
locally. 

12. News items based on 
ideas like these, if sent to the 
dealer’s local newspapers once 


a month or so, will help to in- 
crease his prestige, make his f 


company better known, and at- 
tract a good many new cus- 
tomers over a period of time. 


13. Especially in the case of : 


newspapers published in small- 
er communities where local 
news and views receive pre- 
ferred attention and where the 
competition for news space is 
less intensive, editors welcome 
statements from well-known lo- 
cal dealers when they meet the 
standards cited in the rules 
quoted above. 


Western Pine Record 


Third quarter production and 
shipment figures of Western 
Pine Region luniber and lumber 
products and an estimate of 
fourth quarter figures were re 
cently released by S. V. Fulla- 


way, Jr., secretary-treasurer of 


the Western Pine Association. 

“Third quarter lumber produc- 
tion of 2,416 million was 21.6 
percent ahead of the like 1949 
quarter and means a _ nine 
month total of 5,634 million. 
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Top steel posts...constantly increasing 
demand and fast turnover always 
_ means more profit for Red Brand fence 


| dealers... Alert Red Brand dealers are 


part in the Red Brand “Practical Land 


rber F 





“What brand of fence do you see most frequently 
on farms near you?”...“Why, Red Brand fence, 
of course.” ... Experience of farm customers has built 


up a strong preference for long-lasting Galvan- 






nealed Red Brand fence and easy-to-set Red 





boosting their entire business by taking 


Use” program. Ask your Keystone 


representative about it or write: 





KEYSTONE STEEL & WIRE COMPANY 
PEORIA 7, ILLINOIS 
Makers of Red Brand fence, Red Top Steel posts, Non-Climbable fence, nails, corn cribbing, gates, Keystone poultry netting. 
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THEODORE CARLON, advertising manager of the Forest 
City Material Company, shows an interested customer a 
detail of a stairway while other customers select their 
items from one of the colorful boards. 


THE FOREST CITY MATERIAL COMPANY store—shovw: 
ing how the self-order merchandising boards look to the 
customer as he walks in. The other side of the boards are 


used as a background for window displays. 


Self-Order Panels Win Customer Approval 


Cleveland dealer exhibits every item he sells on large store 
panels. System permits better and quicker service — more efficient 


store operation. 


The super-market has _in- 
vaded the lumber business. The 
days of blind-buying of lumber 
and lumber yard items are gone 
forever in the Forest City Ma- 
terial Company’s lumber stores 
in Cleveland, Ohio. For the 
first time in lumber history, the 
lumber customer can actually 
see a sample of anything he 
would ever want right in the 
showroom of Forest City’s re- 
tail lumber store. In effect, the 
yard and mill are brought right 
into the store for the customer 
to see and select. 


Catalog in Three Dimensions 


Four large colorful boards, 
each 8 ft. by 7 ft., have been 
erected to form a wall running 
the length of the Forest City 
store. On these movable boards 
are mounted one of each sample 
of every dimension and grade 
of lumber, and one sample of 
every building material car- 
ried in stock by Forest City 
Stores. Every sample is titled 
as to grade and how sold—per 
lineal foot, per square foot, per 
bundle, etc. Then, to make it 
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easy for the customer, each 
item has a large price boldly 
displayed alongside. 

This price is kept current and 
can be changed in a few sec- 
onds. As one customer put it, 
“It’s like looking at a giant 
catalog with everything in third 
dimension so that you can touch 
and handle the real thing in- 
stead of a picture.” Typical of 
comments heard were, “I never 
knew there were so many kinds 
of wallboards.” Another re- 
mark was, “Sure makes it easy 
to buy for guys like me who 
don’t know anything about 
lumber.” 

Theodore Carlon, advertising 
and merchandising manager of 
the Forest City Material Com- 
pany, who originated these 
unique merchandising display 
boards, relates how the idea 
was born. 


Solves Peak Traffic Problem 


“Our stores like most lumber 
stores, experience daily and 
weekly spurts in retail buying. 
These spurts usually come be- 
tween 11:00 a.m. and 2:00 p.m. 


and after 4:00 p.m. during the 
week and run all day Satur- 
days. You can’t successfully 
operate a lumber store by hir- 
ing enough sales help to meet 
these peak spurts of business. 
Rather you must average out 
the number of salesmen to the 
number of customers on the to- 
tal weekly basis. As a result it 
was noticed that we lost many 
sales during these spurts be 
cause some customers couldn't 
wait. 

“Our problem was to keep the 
waiting customer interested, 
keep him from walking out, and 
further, to educate him so that 
he could tell the salesman ex- 
actly what he wanted and how 
much. The average lumber cus- 
tomer knows very little about 
grades of lumber and building 
materials, and, therefore, takes 
much of the salesman’s time 
and his own time learning 
about the products in stock, 
how to use it, how it is sold, and 
how much. 

“On the other hand, the wait- 
ing customer walks around the 
store and can’t see what he 
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A REPRESENTATIVE SAMPLE of each roofing, 
Ww: and shingle item carried in stock is shown on this board 


the with titles and prices displayed. 
are 


wants because usually only 
tie-in and related items are on 
display or on tables. The main 
items like framing lumber, 
roofing, siding, wallboards, 
shelving, sheathing, and ply- 
wood are all stacked in the 
yard and out of the customer’s 
sight. We decided to try to 
bring these bulk lumber yard 
‘items inside the retail store in 
ithe form of swatches or sam- 
‘ples, display them prominently 
and price them in the simplest 
Nvay possible. In this way the 
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Uur- Bwaiting customer would not 
lly Bonly be kept interested but also 
hir- Pwould learn something about 
eet Biwhat he wanted to buy.” 

ess. Bidea Catches Customers’ Fancy 
out & “The first board constructed 


the Bivas on roofing, siding, and 
to- Bkhingles. One each of every item 














t it Bin this category carried in stock 
any Bias colorfully displayed along 
be- Bith the description and price. 
in’t Bfhe merchandising board was 


laced in the store in time fora 


the Hypical busy Saturday trade. 
ted, PT he results were far beyond ex- 
and Bhectations. 

that BH “Customers who were in to 
ex- purchase these items, flocked to 
hoW Fhe board, selected the items 
cus- Mihey wanted, noting quantities 
yout Find price, and were able to 
ling Mauick!y give their orders to the 
akes BBalesmen. Waiting customers 
Ame pent their time studying the 
ning Mifferent kinds of each item. 
os Valkouts diminished and less 
ane Hime was wasted between cus- 
vaite Mee’ and salesman. 
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PRICES SUBJECT TO CHANGE WITHOUT HOTICE 


ALL THE PIECES OF FRAMING, shelving, and sheathing 
lumber shown on this board are cut at an angle so that 


they protrude, enabling the customer to see five sides of 


the piece. 


fach piece on this board is graded and titled. 





FOREST CITY MATERIAL CO., West Side Branch in Cleveland, Ohio. 


and Max Ratner, owners of the 
Forest City Material Company 
stores, to give the go-ahead sig- 
nal for a series of boards, cov- 
ering everything carried in 
stock in the yards. We engaged 
the services of George Boehm, 
Cleveland display builder, to 
construct these merchandising 
boards for all of our stores.” 


Provide Better Service 


“These boards have solved 
our problem of giving faster 
and better service to more cus- 
tomers”, says Max Ratner, 
president of Forest City Mate- 
rial Company. “Our customers 
go directly to the board, select 
the item they want and then 
order it from the salesman. 


Like silent salesmen these 
boards tell quickly, exactly 
what we have in stock, show 
how it looks, and how much it 
is. Our salesmen spend less 
time with each customer, and 
as a result can serve more 
people better.” 

Another big feature of —_ 
self-merchandising boards i 
that they can be moved ti 
one place to another, keeping 
store layout flexible and fresh 
looking. Then too, when these 
boards are used in front of the 
windows, the backs of them 
make perfect backgrounds for 
window displays. These backs 
can be painted or covered with 
any material or fabric to lend 
atmosphere to any window dis- 
play. 
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Check your windows against 
this score card and see how you 
rate. Here are 15 ways you can 
make more sales through your 
windows. 


. 


os 


COLORFUL WINDOW calling attention to its paint products is featured in it 
annual big drive for paint sales by the Pinellas Lumber Co., St. Petersburg, Fla 


Do Your Windows Make ’em Stop and Shop? 


To make the maximum use 
- of your window displays, sit 
down and make out an annual 
calendar or schedule of prod- 
uct display items to be used. 
Plan seasonal changes in basic 
window contents. Timeliness is 
an important window display 
factor. 

By making up a window dis- 
play sales record along the 
lines of the sample accompany- 
ing this article, you can gauge 
the day-to-day results of your 
window displays. Switch dis- 
plays to other windows to see 
what effect it has on sales. 

Here are some helpful rules 
for good window display pub- 
lished by the National Cash 
Register Co. in a booklet called 
“Selling Goods Through Win- 
dow Displays.” 

1. Make windows advertise 
the character of your store. 

2. Put human interest into 
displays. 

3. Suggest the use of articles 
displayed. 

4. Display seasonable goods; 
tie together local needs and 
events. 

5. Display related articles 
together. 

6. Group merchandise, don’t 
scatter it. 
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Window display sales record: 
WINDOW: 


LOCATION: 





YEAR : MONTH : 





DISPLAY 
DATE 


1 


MERCHANDISE DISPLAYED 
2 
3 
4 


DISPLAY 
DATE 


1 


MERCHANDISE DISPLAYED 


2 
3 
4 


7. Don’t crowd the windows. 

8. Make display signs sim- 
ple. 

9. Plan displays ahead. 

10. Get together everything 
needed before starting to work 
on the window. 

11. Improve the window 
lighting. 

12. Study and use harmoni- 
ous color combinations. 

13. Mark prices plainly. 

14. Change displays regular- 
ly. 
15. Keep windows spotless 
outside and inside. 


IN FILE: __ PIX __ DRAWINGS __ OTHER DATA/ FILE# 


MISCELLANEOUS SALES : 
COMMENTS NO. VOL, 


MISCELLANEOUS 
COMMENTS 


Score your windows. Keep 
track of sales results. Plat 
ahead to take advantage of 10 
cal and timely buying motives. 
Capitalize on every advantage 
your store and windows have ti 
— people into the store it 
self. 


See chart on following page—7. 
If your total score is under 5 
points, your windows need im- 
mediate attention. GOOD— 
points; FAIR—3 points; INADE- 
QUATE—3 points. 
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Unexcelled quality and service have made this the Largest 
Selling Line of Flush Doors in the World! This new name 
for long established products is intended to eliminate pos- 
sible confusion with other “General” names, and identify 
a distinguished line of top quality flush doors. 








Other than the name, there is no change whatever in the 
character or completeness of this line. 


General Giprattar Flush Doors offer these extraordinary 
features and advantages: 


3-PLY FACES exclusively, balanced construction, for extra 
rigidity and utmost resistance to warping. Hot-press bond- 
ing — lifetime permanence. 


FACE PANELS are painstakingly matched as to grain pattern 
and coloring — for extra beauty and decorative value. 


BEAUTIFUL WOODS — genuine striped African Mahogany, 
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American Black Walnut, Red and White Oak — plain or 
rift sliced, Birch and Gum. 


HOLLOW Core and solid core types, interior and exterior. 
Standard light openings. All standard sizes to accurate 
dimensions. 


General Giprattar Flush Doors are distributed by leading 
sash & door and building products concerns in all major 
markets, with stocks and service within a few miles of 
every point in the country. 


GENERAL 
PLYWOOD 
CORPORATION 


Lovisville, Kentucky 
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ELEMENT: 


i 


i) 


oo 


10. 


11. 


12. 


14. 


Give yourself 5 points for each GOOD, 3 points for each FAIR, and deduct 3 points for each INADEQUATE. 


FRONT OF BLDG. 
GENERAL 
APPEARANCE 


. LOCATION OF 


WINDOWS FOR 
TRAFFIC 


. GLASS & 


FRAME 


. LIGHTING 


. DISPLAY AREA, 


SURFACE 


3. BACKGROUND— 


BASIC OR 
PERMANENT 


. BACKGROUND— 


SPECIAL FOR 
THIS DISPLAY 


. SIMPLICITY 


. UNITY—BASIC 


“POINT” 


USE OF 
COLOR 


USE OF 
MOTION 


FORM AND 
BALANCE 


. GOOD TASTE, 


APPROPRIATENESS 


INVENTION— 
ORIGINALITY 


5. APPEAL TO 


BUYING MOTIVES 


3. LOCAL OR 


TIMELY 
APPEALS 


. INFORMATIVE 


. FRESHNESS 


. STOPPING 


POWER 


. HOLDING 


POWER 


LJ 


C) 
O 


INADEQUATE 


Run-down looking. Needs 
repairs, paint. Business 
looks “bad”. 

“Wrong” side of the street 
for traffic. On side street, 
ete. 


Glass dirty. Frame 
chipped, worn, needs 
paint. Window is too 


small, narrow, etc. 


No attempt made to light 
for effect — just hang a 
light near the top. 


Narrow, shallow platform. 
Not deep or wide enough. 


Old matchboard panel, 
solid, or part glass, wall- 
board, ete. Dirt, needs 
paint, repairs. 


Use manufacturer or job- 


ber “handout” or easel 
without any adaptation. 
Jumbled mass of mer- 
chandise. 


Tries to cover too many 
ideas, too much varied 
merchandise. 


Colors not attractive or 
appropriate. No color 
“sense”. 

No moving objects. Static, 
lifeless arrangement of 
goods. 


No particular attempt to 
arrange in balance or use 
dynamic forms in mass- 
ing merchandise. 

No attempt to get lines 
that “go well together” in 
the same window or dis- 
play. 


Just run-of-the-mill stuff, 
No new ideas. 


No basic appeal. Just of- 
fers goods for sale “as is”. 


No effort made to hit local 
color appeals or time for 
Spring, July 4th, etc., ete. 


No. special information 
given customer. Just 
shows goods. 


Dusty, dead flies, show- 
ecards dirty with finger- 
marks, ete. 

People never seem to stop 
and look. 

People look but don’t get 
excited or stick around 
long. 


O 
O 


FAIR 
Clean, freshly painted or 
sandblasted if stone 
good repair. 
“Right” side of the street 
for traffic. Either side of 
entrance. 


Clean & shining. Frame 
in good condition. Area 
moderately large. 


Brightly lighted. If any- 
thing, too bright. Fair 
handling of effects, shad- 
ows, ete. 

Wide enough to spread out 
for effect, not deep enough 
to give best perspective. 


Either neutral tone dra- 
peries or solid painted 
surface in harmony with 
exterior or window. 


Additional materials rea- 
sonably appropriate to 
window. Inconspicuous. 
Some novelty. 

Orderly arrangement of 
merchandise and decora- 
tive items. 

Built around one _ basic 
theme or idea for unity. 


Colors attractive, appro- 
priate for the idea or pur- 
pose. 

Simple moving display on 
turntable. Or possibly dy- 


namic unbalanced ar- 
rangement. 
Good use of formal bal- 


ance. Attractive massing 
of goods in forms and 
shapes. 

Harmonious lines of mer- 
chandise displayed in 
same window. Logical tie- 
ins. 


Sound adaptation of fa- 


miliar ideas. Nothing 
startling, but has some 
“newness” to it. 

Central appeal on _ the 


basic idea of style, utility, 
etc. 

Uses good basic time ap- 
peal for seasons, special 
days, ete. 


Indicates price, something 
of goods’ uses, popularity. 


Still clean and neat but 
has been up so long peo- 
ple are tired and bored. 
People stop for a _ look, 
then pass on. 

People stop to look, hang 
around to examine every- 
thing carefully. 


Score of 52 points or less—needs revitalization and redoing immediately. 
—not a bad window but can stand much improvement 
—probably shows up as a good window saleswise 
—this may have resulted in more sales than 

most of your other windows—check the record 


53 - 60 points 
61 - 70 points 
71 - 80 points 


81 or over 


—take a few pictures for your file to make more like this one! 
Don’t stop here—check your score card against your record for sales from each window. 
p & 7 
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GOOD 
Attractive, distinctive 
modern design. Suggest; 
prosperity for the store, 
Right side of street—co. 
ner location, or fy 
enough from doorway y 
as not to block trafiic. 
Best clear glass, clean, 
frame modern design, 
stainless steel or similar, 
Large area for good ex. 
posure. 

Lighted for dramatic ef. 
fects. Shadows reduced t 
a minimum. Lighting 
“sets the stage” well. 
Plenty of width and depth, 
Good proportion, in har. 
mony with size of window 
area. 

Clear glass panels, no 
obstruction to viewing 
store interior with over. 
head draperies to us 
optionally. 

Appropriate for goods dis. 
played; effectively bring 
out features of goods dis. 
played. Unusual. 


Simple, to satisfy the 
“fast look” of the casual 
passer-by. 

One basic theme or idea. 
Also is physically built to 
have a key “point” for 
eye to rest on. 


Color used dynamically, 
blended and contrasted to 
highlight central “point”. 
Effective animated dis. 
plays which serve to dem- 
onstrate merchandise, or 
dramatize idea. 


Effective informal balance, 
with dynamic forms of 
pillars, pyramids, curves, 
ete. 

Harmonious lines of re 
lated merchandise and 
seasonable ideas tied to- 
gether. Some element of 
the unusual. 

Great skill and originality 
shown in idea and in ar- 
rangement. 











































































Shows goods “in use” to 
bring out customer values 
and satisfactions. 
Timely appeals on days 
and seasons plus unique 
local twists for own com- 
munity. 

May or may not show 
price. Stresses values 
customers will get from 
merchandise. 

Clean, sparkling, new, 
looks bright and _ alive. 
Put up recently. 

People stop to look, stay 
to examine carefully. 
People look, examine the 
window and come into the 
store, ask about goods. 
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Every Home and Business is a Prospect for 





Johns-Manville CEILING PANELS 


You, too, can make more money with this J-M Insulating Board Product! 
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@ By using a trigger-type automatic stapler, 
you can cut application time by one-half; 
and tests show that staples hold as securely 
as nails. Thanks to the J-M Lightning Joint, 
all staples or nails are concealed in the 


finished job. 
















JOH NS-MANVILLE 


JM 


PRODUCTS 


Send for free Instruction Sheets 
and full-color brochure on J-M In- 
sulating Board products, IB-30A. 
Write Johns-Manville, Box 290, 
New York 16, N. Y. 
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@ J-M Decorative Ceiling Panels are easily 
and quickly applied on new or existing construc- 
tion. All you need to do is install furring strips at 
right angles to ceiling joists, and nail or staple 
the Panels in place. Detailed instructions come 
with each carton. 
















We 


@ Notice the spaces at A and B, as well as the long length of 
tongue at C, to provide for expansion and contraction . . . the 
tapered top edge of the tongue to facilitate joining of panels... 
the definite square-corner edge at D to help speed installation and 
keep alignment . . . and the large nailing area at E for concealed 
nailing or stapling without damage to panel edge. These and other 
J-M advantages add up to an attractive finished job which pro- 
vides lasting customer-satisfaction. One job sells another—and 
your potential market is unlimited. 
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ART STERNER, Jordan, Ia. 


CAVITY WALL tile barn was barn 
sale No. 16 by clay-lumber products 
dealer Louis Achmann. The barn is 
34x80. 


HEADQUARTERS of A. Sterner & Co.’s store and warehouse was built of 
attractive face brick. Note effective use of glass brick. 


GLASS BRICK used in this barn is 
a practical as well as a decorative 
construction feature, 


Selling Structural Clay Products 


Two Mid-West dealers explain their success- 
ful sales techniques in this specialized materials field 


Structural clay products can 
be merchandised as_ success- 
fully as some of the more 
dramatic building materials. 
This statement is backed up by 
the practical experience and 
sales by A. Sterner & Co., Jor- 
don, Ia., and L. E. Streater 
Lumber Co., Holdingford, 
Minn. 

Here’s the way Louis Ach- 
mann, manager of the Minne- 
sota firm, handles sales of 
cavity wall construction. 

“IT just take a prospective 
customer to one of my satisfied 
customers and let him do the 
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selling for me,” says Achmann, 
who suggests that the dealer 
spend most of his time making 
the first sale. The rest of the 
sales, he adds, will take care 
of themselves. He didn’t close 
his first sale until one o’clock 
in the morning and he had to 
present his sales arguments in 
German. However, this one job 
has helped him sell 15 other tile 
cavity wall barns. His other 
cavity wall construction sales 
have included the city hall in 
Holdingford and a home to a 
young doctor. 

Other sales points Achmann 


RESIDENCE featuring all tile caviti 
wall construction. Achmann’s cavit! 
wall construction sales have also il 
cluded the Holdingford City Hall. 


LOUIS ACHMANN, Holdingford, Mint 


uses include emphasis on the 


fact that a tile wall goes wW 
in one operation; there are 
maintenance problems; overal 
cost is reasonable compared 
with other types of construe 
(Continued on page 121) 
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A Distinctly 
Different Design 


EVER BEFORE ) lf 


Vf J 
Successfull 
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[ \KED ENAMEL TILE BOARD PANELS - Granite-like Finish 


Produced 


4 POPULAR PATTERNS 


TILE PATTERN PARALEL-LINE STREAMLINE SMOOTH SURFACE 





5 NEW COLOR TONES 


e SKY BLUE ° SEA GREEN 
¢ APRICOT BLUSH » DOVE GRAY 
¢ MALTESE GRAY 











Mdufactured by. 


It’s different — it’s a hit — it’s another’ 
achievement, exclusively Wallace, in qual- 
ity baked finish tile board. Grani-lite has 
all the beauty, sparkle and color depth of 
real granite. For that job requiring 
“something different,” for greater indi- 
viduality, Grani-lite is equally usable and 
sellable for residential and commercial 
jobs. Grani-lite will increase your tile 
board volume and profits. See this revolu- 
tionary new development in wall board at 
all Wal-lite and Satin-lite jobbers or write 
to—Att. GRANI-LITE for FREE SAMPLE. 


WALLACE MANUFACTURING CO. 
fi \ 1th and FAYETTE e NORTH KANSAS CITY, MO. 


BuitpING Propucts MERCHANDISER 








Rules to Help You Keep on Top of the 
Materials Allocation System 


Here are some plans distributors use and sug- 
gestions how you can make the most of them. 


Open-to-buy, that has been 
watched carefully in most lum- 
ber firms to avoid building ex- 
cessive inventories, is now wide 
open. Influenced by the inter- 
national situation and the stam- 
pede of customers to buy up 
critical merchandise many lum- 
ber dealers have removed all 
curbs on. buying stock. This, 
coupled with the swift upsurge 
of sales at the retail level, has 
led to heavy merchandise com- 
mitments on the part of most 
lumber dealers. 


Result: Gradual allocation of 
likely-to-be-scarce items! 


With a system of allocation 
there is the problem of deter- 
mining just how much scarce 
building material items should 
be given to which lumber deal- 
er. Here are five basic plans 
that distributors have adopted 
to allocate hard-to-get mer- 
chandise: 


1) Volume of Past Unit Sales 


Under this method the lum- 
ber and building material mer- 
chant is given an allotment 


based on the distributor’s cur- . 


rent inventory. For instance, 
if the supplier has 100 kegs of 
nails to distribute and his pre- 
vious sales during the period 
were 200 kegs, he would use 
the same ratio for his lumber 
retailer accounts. Thus, a build- 
ing material merchant who 
made purchases during the for- 
mer period of 10 kegs of nails 
would receive five with this al- 
lotment system. 


2) Volume of Past Dollar Saies 


This system of allocation is 
based on the distributor’s total 
sales and the extent to which 
the individual lumber merchant 
participated in making these 
sales possible. For instance, if 
a distributor had sales of $500,- 
000 during a period and the 
lumber dealer had purchased 
$5,000 during the same period, 
his share of the allocation 
would be 1% of the total scarce 
stock to be distributed. 
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3) Tie-in Sales 

Lumber and building mate- 
rial merchants who _ partici- 
pated in tie-in sales during 
World War II know how it 
loaded their inventories with 
ersatz stock that wouldn’t sell. 
This method of allocating short 
stock is frowned on, but there 
are some distributors who are 
using it to allocate scarce items. 
With this system the supplier 
will sell one short item if the 
lumber merchant purchases 
two, three, or six items of stock 
that isn’t in short supply. 


4) Size of Business 


This method of allocation for 
short stock sets up some arbi- 
trary size classifications for 
lumber merchants. In some in- 
stances this is based on total 
annual dollar sales volume; in 
others, it is based on the total 
area the firm uses for stock 
and selling, and in still others 
it is based on the total number 
of regular employes. Although 
not too prevalent, this alloca- 
tion method is used by some 
distributors to allocate short 
stock on a quota basis to lumber 
and building material mer- 
chants. 


5) Seniority of Business 


Taking care of old customers 
first is the theory under which 
this allocation method func- 
tions. Lumber and_ building 
material merchants who have 
been doing business with this 
distributor for two years are 
given one classification and 
merchants with five years of 
seniority receive another. Many 
progressive lumber dealers who 
have just entered the building 
business feel that this method 
is unfair to them and are seek- 
ing other sources that have a 
more equitable system of allo- 
cating short stock. 

Even with these five basic 
plans for allocating short 
building stock there is a cer- 
tain personal element that is al- 
ways present. This includes 


the credit rating of the lumber 
merchant, his general attitude 
on price cutting and back-door 
selling, his record on returns 
and adjustments, and the dis- 
tributor’s estimate of the fu- 
ture value of this outlet to him. 
With these personal elements 
carrying a great deal of weight 
in establishing allotment quo- 
tas it is important for lumber 
dealers to take these points in- 
to consideration in obtaining 
larger allotments. Here are 
some ideas that have been sug- 
gested by progressive lumber 
merchants on how to get top 
priority on hard-to-get stock: 


To Secure Top Priority 


1) Handle all 
promptly. 

2) Don’t take discounts after 
the discount period. 

3) Don’t make any unneces- 
sary returns. 

4) Receive authorization be- 
fore returning anything. 

5) Don’t try to buy favors 
from distributors. 

6) Don’t try to hoard ... 
buy needed quantities. 

7) Divide promotional effort 
among various lines. 

8) Develop plans for expan- 
sion after Korea. 

9) Present a strong case for 
unusual needs: defense work, 
industrial building or expan- 
sion, increase in local popula- 
tion, housing shortage, or any 
other true cause for increased 
sales. 

10) Cultivate alternate re- 
sources. 


All of these points are self- 
explanatory except the last 
point. This development of al- 
ternate suppliers is insurance 
for lumber merchants who do 
not know what type of an allo- 
cation system will be devel- 
oped by regular suppliers. A 
building materials dealer who 


invo.ces 


is receiving an allotment fromf 


two or three distributors is usu- 
ally better off than one who 1s 
depending on one distributor 
for his share of short stock. 
By following these 10 points 
you can establish a sound poli- 
cy of distributor relations 
the difficult months ahead. 


- & 
November 4, 1950, AMERICAN LUMBERMAN © 








" 


—SC 





Buw 





er 


ja 
O 


“COLOR DYNAMICS 


brings in 30% of new paint business!” 


—says large Pittsburgh dealer 
in Pontiac, Michigan 
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— DAY, straight across America, the bigswing Now is the time to cash in on the constant flood 

is to Pittsburgh Paints because of the growing _of advertising and sales promotion which is causing 
recognition among home-owners that they paint the demand for Pittsburgh Paints to rise to new 
right with COLOR DYNAMICS and paint best records everywhere. Investigate the possibility of 
with Pittsburgh Paints. selling Pittsburgh Paints in your community. For 
No other paint manufacturer can match the complete details, wire, write or phone Pittsburgh 
advantages in performance and service which Pitts- | Plate Glass Company, Paint Division, PO-149, 
burgh Paints give to dealer and consumer alike. Pittsburgh 22, Pennsylvania. 


PITTSBURGH PaINTS 


PAINTS ee GLASS ©¢ CHEMICALS e BRUSHES e PLASTICS 
Burtpinc Propucts MERCHANDISER 
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NEWLY-ELECTED OFFICERS of the Oklahoma Lumber- 
men’s Association, left to right, Alfred Leonhardt, H. E. 
Leonhardt Lumber Co., treasurer, Oklahoma City; Paul 
Leonhard, Chaffin Brothers Lumber Co., president, Okla- 


homa City, and Sy Akard, vice-president, Enid. 


to a close. 


a 


BANQUET attended by almost 800 people brought the fourth annual convention 
It was the most successful convention in the association’s history. 


Oklahoma Convention Sets Record 


Almost 2,000 register for fourth annual ses- 
sion; Paul Leonhard, Oklahoma City, succeeds Walter 


Hinton, Altus, as president. 


New records in attendance 
and exhibitors were set at the 
Oklahoma Lumbermen’s Asso- 
ciation convention in Oklahoma 
City, October 17-18. More than 
1,900 people registered for the 
two-day show at which 141 
manufacturers took almost 160 
booths at the Municipal Audi- 
torium. 

Despite a pinch on several 
vital materials and the new 
credit restrictions, there is stil] 
a tremendous market available 
for the aggressive building ma- 
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terials dealer. This market was 
emphasized by Dewey H. Neal, 
business manager of the 
Farmer - Stockman, Southwest- 
ern farm journal, who cites 
statistics to prove his points. 
“Forty percent of Oklahoma 
farms have built houses or done 
some remodeling during 1950,” 
Neal declared. “This represents 
65,000 projects. Twenty-three 
percent have done or will do 
some building or repairs to 
farm structures other than 
homes. This represents 37,900 


W. M. (BILL) MORGAN, secretary-manager, of the Okla- 
homa Lumbermen’s Association received the biggest con- 
vention surprise when he was presented a 1950 sedan by 
the lumbermen as a token of their appreciation. 


farms. Thus 63% of Oklahoma 
farms have done or will do 
some building during 1950. 

“At the same time farmers 
are increasing their farm in- 
come. Since 1945 Oklahoma 
farmers have increased their 
cash income from $192,678,000 
to $429,085,000, an increase of 
45% in four years.” 

The farm editor also cited the 
rapid growth of rural electrifi- 
cation in Oklahoma. In 1946 
only 69,000 farms of Okla- 
homa’s 164,790 had electricity. 
By June, 1950, a _ total of 
117,600 farms had electricity, 
greatly increasing the use of 
appliances and other products 
sold by the building materials 
dealer. 

“Alert dealers are finding 
business good when they work 
their farm trade,” concluded 
Neal. “The buyers are there, the 
money is there and the needs 
are there.” 

The convention opened with 
an explanation of the associa- 
tion’s legislative program by 
Secretary-Manager Morgan, 
who emphasized the importance 
of close contact of every dealer 
with his congressman. Col. 
Ernest R. Schuelke of the Okla- 
homa Military District outlined 
ways business can help person- 
nel who are called into service. 
Oscar Monrad, vice-president, 
the First National Bank, Okla- 
homa City, predicted a great 
future for Oklahoma and 
stressed the part of the lumber 
merchant in developing this fu- 
ture. 

Social events on the conven- 

(Continued on page 121) 
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Floor Fixture 


STOCKS, DISPLAYS, DISPENSES and 
Sells All 6 Types 


ur 
of year ‘round uses make —— — 
pen le profit line! Keep this “te 
a +. Glled with all 6 types P 
pular numbers. 4NO 


stock can produce returns in 


-V-LITE 
proportion to this er. rs Sagan yard 
es 
department. Requir 


floor space. oss 
pated at nominal cost with SPECIAL 
ASSORTMENT RV 550-D. 


6-way profits with these 6 fast-sellers: 


um Wire Reinforced. 
Iv. Steel Wire Reinforced. 





700-W 4x4 Alumin 
g00-cW 14 Mesh Ga 
100-C Cotton Reinforced. 
200-P Plastic Reinforced. 


i i inforced. 
300-W Aluminum Wire Rein , 
ni 400-T Wax impregnated Fabric. m 
i ORDER FROM YOUR JOBB 
Dm. @£=—_ —— tea SSRSSGRsessaseas 





Exclusive Manufacturers of R-V-LITE 


- ArRVeEY~CORPORATION 
® (€ 3462 NORTH KIMBALL AVENUE 


CHICAGO 18, ILLINOIS 





Gini 


_ 
HUILDING Propucts MERCIIANDISER 


8 TRAFFIC LANE POSITION j= 










Prices are | p! 





If your property is damaged or destroyed by 
fire or windstorm—how much more will it cost 
to 


Rebuild 
Keeplace 
Repair ? 


? 
Ks 


Under-insurance is dangerous! Check your 
policies against today’s HIGHER costs. Costs 
have risen 10% to 20% in the past six months. 
Discuss your insurance with your Lumbermen’s 
Underwriting Alliance representative—NOW! 


When Costs Climb 
Protect your Profits! 


Lumbermen insure earnings, continu- 
ing expenses, and cash reserves with 
‘Valued’ Business Suspension Insur- 
ance. Write us for helpful informa- 
tional folder. 





oo2r%t 


G ALLIANCE, 






¥ ERWRITIN 
LUMBERMEN'S Old: 
1000 city 6, Missour!- 
pe bout “Valved” — 
area for profits. Free. 


$ Suspensio® 


informa 
low-cost 


Lumbermen’s Underwriting Alliance 


U. S. Epperson Underwriting Co., Manager 
J. J. Lynn, President 
Home Office: 1000 R. A. Long Bidg., Kansas City 6,. Mo. 


509 Terminal Sales Bldg. 


Strand Bldg. 1 " 
Portland, Ore. . na = gg 


Toronto, Ont., Can. Norfolk, Va. 
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ab 
I MODERN STORE FRONT is used to attract heavy 2 THIS MAIN AISLE leads customers past main interest- 


traffic which consists mainly of homeowners going to 


and from work and housewives. 


semi-permanently many standard items of hardware 


and paint and building specialties. 


ing displays to reach service counter. Shallow bay 


dividers make excellent displays. 


* Bate 





A LOOKING FROM the main aisle across to the kitchen 
display one is moved to a closer inspection. Interesting 


appliances line side aisle. 


Chicago Store Features Excellent Layout 


Interior of this building materials mart is 
designed to sell goods to contractors and customers 


Out on the far north side of 
Chicago, where the residential 
areas are much like those in 
small towns up and down 
America, the Town Lumber and 
Building Materials Company 
has built a new store designed 
to tap the consumer trade and 
at the same time give the con- 
tractor trade the best possible 
service. 

The company started in busi- 
ness a year ago September l, 
using the old buildings of a 
former lumber yard. 

Grant Kromenaker, the pres- 
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ent manager, reports that it al- 
most at once began to be plain 
that the location—on a main 
traveled street used extensive- 
ly by both home-bound work- 
ers and housewives—demanded 
the type of store that would 
stop this trade. 

For years these consumer 
prospects had driven by an old 
building and never been in- 
spired to stop and shop. It 
was obvious that the way to 
interest this type of trade was 
to build the kind of store con- 
sumers are used to shopping in. 


The main aisle from the door 
leads to the service counter at 
the far back of the store. Along 
the wall side of this aisle are 
shallow, decorative bays which 
display numerous building ma- 
terials. 

On the other side, cross aisles 
divide and highlight various 
types of materials. One aisle, 
for example, leads across the 
store to a model kitchen. Along 
the aisle are stoves, refrigera- 
tors, cabinets and other items 
that apply to kitchen construc- 
tion. 

Paint, hardware, and other 
materials are divided off the 
same. 

This store makes a truly at- 
tractive and efficient place to 
sell building materials. 
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So certain are we that you'll agree DE LUXE FRUIT CAKES 
have no equal for quality, flavor and appearance, we make 


this trial offer: 


“Order a 3-lb. DE LUXE FRUIT CAKE today at $4.95. Sample 
it any way you see fit. Note its rich, all fruit-and-nut content 
... its ‘out-of-this-world’ goodness! We are sure you'll agree 


it is the ONE gift for friends, business associates, employees 
and customers...the gift certain a 

to build goodwill in every home. 
lf you are not thoroughly con- 
vinced, ew p AY and your bill will 


be marked 'PAID'." 
Can an offer be fairer? 


No. of Cakes 2-lb. 3-Ib. 5-Ib. 
1-24 $3.55 $4.95 $7.95 
25-99 3.35 4.75 7.45 


100 or more 3.15 445 6.95 
These prices include prepaid, in- 
sured parcel post to any point in 
the United States, and appropriate 
gift card enclosures if desired. 
Every cake is guaranteed to arrive 
in perfect, acceptable condition. 





Penutifutty Gi freed 


Each DE LUXE FRUIT CAKE is 
attractively packed in a beauti- 
fully lithographed tin that car- 
ries out the Holiday Motif. 
This, in turn, is enclosed in a 
heavy, specially designed ship- 
ping carton for maximum pro- 
tection. 


COLLIN STREET BAKERY 


CORSICANA, TEXAS 


The Gift Supreme for: 


EMPLOYEES 


ASSOCIATES 


CUSTOMERS 
FRIENDS 





LuUILDING PRopucts MERCHANDISER 











mereased Sales 
wth GRANT 


 STLENT 
Sliding Door Hardware 


the only hangers containing these 
outstanding advantages: 
¢ Ball Bearing Action « Three Adjustments 
Automatic Alignment of Doors « Center Hung Feature 
¢ Doors that Never “‘Jump the Track” 





GRANT NO. +16 single track 
sliding door hanger features Nylon 
ball bearing rollers for a silent 
and smooth operation. Three way 
adjustment aids in overcoming 
door sagging and warpage. 















GRANT NO. 17 double track 
hanger incorporates the above 
advantages and in addition allows 
for a simplified installation of 
multiple unit doors. 





GRANT also Manufactures: 
Sash Pulleys « Curtain & Drapery Hardware 
Drawer Slides « Stage Curtain Hardware 
Sheaves & Track « Hospital Cubicle Hardware 


GRANT PULLEY & HARDWARE CO. 
The foremost name in Sliding Deuces 


35-81 K Whitestone Parkway, Flushing, L. 1., N. Y. 
Representatives in all Major Cities 


MAIL THIS COUPON FOR FREE LITERATURE 


GRANT PULLEY & HARDWARE CO., Dept. L-11 
35-81 K Whitestone Parkway, Flushing, L. I., N. Y. 


Please send me the following free literature. Complete Catalog oO 
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“I always want to follow the trend,” says 
J. A. Hubler, builder of this new ranch type 
house on Sailor’s Lane, Bridgeport, Conn. 
“It’s compact and filled with made-for-living 
ideas. The rear opens to a fine vista of the 
bay. Only the best building materials went 
into the house. I know—for I get all my 
supplies from Fairfield Lumber.” 


Lots of folks—builders and homeowners—in 
many communities are following this trend 
to Fairfield Lumber. Stocks are complete, 
prices are fair, service is speedy. Rely on us! 


One of our trucks is coming out your way 











Your ONE STOP | 
Building Sewices 
<< es 


FAIRFIELD 








1700 Post Road « Fairfield 9-1631 








LUMBER & SUPPLY CO. | 
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AD ATTRACTS ATTENTION of prospective home builders and creates good 


will among builders. 


Ad Series Improves Contractor Relationship 


Home construction has been fea- 
tured in a series of newspaper dis- 
play advertisements run by the 
Fairfield Lumber & Supply Co. in 
the Bridgeport (Conn.) Sunday 
Herald. This series has shown a 
new house furnished by the lumber 
concern each week. The name of 
the builder is always mentioned, 
thus improving contractor - dealer 
relationship. 


The Salesman's Corner 
EVERY time you bite off more 
claim than your proof can chew, you 
do a dangerous thing. You weaken 
customer belief in ALL PARTS of 
your sales story ... even those parts 
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presented without lily-gilding. 

This month, as your self-assign- 
ment, resolve not to let a single ex- 
aggerated claim escape your lips. 
If one does ... accidentally ... 
correct the over-statement at once, 
on the spot. Do that without fail 


... AND WITHOUT EXCEPTION. 


Don’t kid yourself into thinking 
that a “little” exaggeration, occa- 
sionally, is harmless. 

There is no such thing as harm- 
less exaggeration! 


To quote one veteran salesman: 

“What you intend to be just a 
little white lie, usually winds up as 
a double feature in technicolor!”’ 

This month... all month... 
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make no exception to your applica- 
tion of the basic selling law: TO 
WIN BELIEF... DESERVE BE- 
LIEF! 

—Richard C. Borden 
The Dartnell Corp, 








Interest Getter 


American Coal and Supply Com- 
pany, Fort Wayne, Ind., has this 
bargain table spotted just inside 
the entrance to its new Thrift 
Center building materials store. 

To be successful, bargains should 
be real bargains—not just junk you 
are trying to get rid of. 

Everybody likes to find an occa- 
sional bargain. When he does he 
remembers the store where he had 
good luck. That is the real purpose 
of a bargain table. To interest your 
customers—and make them remem- 
ber. 





Minos 
CUSTOMERS SERVICE 


TAKE A NUMBER 


Sderwe wut here 
WHEN SALESMEN ARE NOT HERE 
THEY ARE BUSY WITH OTHER CUSTOMERS 
WHEN FINISHED WHS WHA 
RETURN TC THIS DESK 































































Know Your Customers 
by Number 


Customers want to be waited on 
when their turn comes. They don’t 
like to have some one get ahead 
of them—intentionally or uninten- 
tionally. It causes bad feeling and 
bad customer relations. 

One way to get around the prob- 





























How to keep 
PLYWOOD flat 


AETNAPLY Tips 
Save You Money I 


| Storage of Plywood panels: AETNAPLY 
panels should be off the ground in racks with 
stock lying flat. Never set panels on ends or 
sides in storing. 





2 Package Plywood panels in bundles of 
240+ or less — 12 pieces !/,"" Fir with steel 
strapping. Protect all edges with cardboard. 
In Good 2 Sides grades cover with cardboard 
on both sides. 


Install Plywood panels so that all four cor- 


ners are secured where possible. If you have no Rhino — use AETNAPLY tips! 

y Finish both sides of panel and seal edges. AETNA PLYWOOD G&G VENEER CO. 
(Example: Cupboard doors) Use REZ sealer 1732 N. Elston Ave., Chicago 22, Illinois 
and primer. ARmitage 6-7100 Teletype: CG305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 





NEED PLYWOOD? Aetna may have just what SALES OFFICES: Detroit; Milwaukee and Green Bay, Wis.; Minneapolis; 


; i ae Virginia Beach, Va.; Marion and West Lafayette, Ind. 
you want — send in your inquiries. SEE PHONE BOOK 




















RIM-KIT 


PACKAGED WINDOW AND 
DOOR TRIM 


Manufactured from Clear 
Ponderosa Pine 








@ Cuts handling costs 
th @ Eliminates waste 


eae @ Saves distribution time 


@ Easy to stock and to inven- 


. ; tory. It stays clean and 
bright 






Firpine's service to buyers includes inside 
door jambs, standard lineal mouldings, cut- 












stock, furniture dimension and other spe- @ Architecturally correct in 
cialty items . . . PLUS wholesale service in design 
practically everything in Western Soft- oe ae eo 
woods. machined 

& * OUR MOTTO: "If it's made of wood, We sell it". 






Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 


R. A. Holmes 
Cc. F. Mimnaugh 
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lem of waiting on a large number 
of customers with a limited num- 
ber of salesmen is this system of 
“Take a Number” adopted by an 
Illinois dealer. Everyone is waited 
on in turn. 

The small print on the sign says: 
“Please wait here. When salesmen 
are not here they are busy with 
other customers. When finished 
they will return to this desk.” 


Modern Counter 


Glass block, aluminum moldings, 
plasticized top material, and mod- 
ern stools are combined in the 
Madison County Lumber Company, 
Anderson, Ind., to make an attrac- 
tive, effective service counter. 
Housewife and contractor alike 
were observed eyeing the stools 
speculatively, then settling down to 
solid comfort when a clark took care 
of their needs. Something about 
sitting at a counter seems to put 
transactions on an easier, friendlier 
basis. 





Heavy Work Made Easy 


This hand truck with a tilting 
platform device makes it possible 
for a baby—well, at least a grown 
boy—to handle eight or 10 sacks of 
cement with little trouble. 

In your warehouse, your crew 
will handle much more cement, 
roofing and other products, quicker, 
easier, and with less strain. There 
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will also be less damage to sacks 
and materials. 

Osterhage Lumber Company, 
Vincennes, Ind., built its own pal- 
lets as shown. Be sure to bevel 
edges of pallet legs for easy tilting. 
Oscar Osterhage reports a big or- 
der of cement or roofing can be 
loaded out in practically nothing 
flat. 
















Lavatories Help Sell Materials 


Rest rooms can help sell mate- 
rials. This statement is backed up 
by the practical sales experience of 
the Andrew Schaeffer Lumber Co., 
St. Louis, Mo., which has two rest 
rooms equipped with modern 
plumbing fixtures from the firm’s 
own stock. 

Each of the materials used in the 
room is price marked. Small signs 
also indicate the frequency with 





Mockup of Garage in Showroom Means More Sales 





which the rooms are washed and 
the floors waxed—every night by 
the custodian. Customers are im- 
pressed with the smart styling and 
cleanliness of each of these rooms, 

“It is impossible to estimate how 
many additional sales are produced 
by our lavatories,’ declared An- 
drew Schaeffer, head of the con- 
cern, “but we are certain they paid 
for themselves many times over in 
the first six months.” 














COTTER 
COLOR BLEND 





Signs Help Sell 


Identifying materials, when used 
in store construction, always pro- 
vide a good silent salesman. This 
planking and tile material identi- 
fied here was found at the J. J. 
Jones Co., Milwaukee. Such signs 
are more than worth the trouble. 
Most customers are at a loss to 
know what type of materials they 
are looking for unless they are 
identified. 

















FULL SIZES 
GARAGE is 
mocked up in 
dealer’s display 
room. In this way 
prospect can be 
impressed with 





quality of mate- 
rials and _ work- 
manship, without 
taking trip out to 
actual __ installa- 
tion. 
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Expand Your 
Sales Opportunities With J 


PHENIX o.700 


Wedgelock Overhead Type 
Garage Door 























| There's a good profit in the Phenix No. 700 Wedgelock — 


and many ways for you to earn it... for here is an overhead- 


type garage door that is packed with engineering advantages 


» that people want. When you can offer so many practical 


convenience features without a premium in price, you’re com- 


petitively primed for volume sales. And that’s what Phenix 


dealers everywhere are doing. Phenix 
production capacity has been in- 
creased to help enlarge your sales 
opportunities. Write. 


cee ee | 


Above is the patented 
Phenix lock that needs 
a key only for open- 
ing. A push button 
locks it securely when 
the door is closed. 


The picture below 
illustrates the low 
overhead feature. 
The door is thrown 
back at the abso- 
lute start of the up- 
swing. Less than 4 
inches of head- 
room is required— 
far less than most 
other doors. 


4 



























You see above the 
Wedgelock feature 
with the offset track 
that brings the door 
down tight against 
the jamb — weather- 
proof against the ele- 
ments. 


PHENIX MANUFACTURING CO.}, Inc. 


5 to 10 Day 





Delivery Assured 











4129 North Port Washington Rd ¢ Milwaukee 12, Wis, 
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Famous BEEGEE Windows 


We have doubled the daily 
production of Bee Gee Win- 
dows. Through this increase 
in every department we are 
able to assure our dealers of 
5 to 10 day delivery on every 
Bee Gee Window type and 
size. 

MEET THE DEMAND 
Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 
satisfy every taste and meet 
every budget. Don’t miss out 
on Bee Gee profits. Be ready 
to deliver famous Bee Gee 
Windows promptly. 


FAMOUS BEE GEE 
FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 
CONTROLLED VENTI- 
LATION permits air to 
enter as desired from three 
directions. 

TO INSTALL—-simply set 
the Bee Gee Window in 
the wall. 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details .. write today .. Dept. AL-2 


ranafestoed OO Paling g 
BROWN-GRAVES CO. 


AKRON 1, OHIO 
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FRANK MANNING, manager, shows 
how entrance to the store room is 
used to display millwork. 


NUMEROUS BUILDING specialties help bring in cus- 
tomers who then buy other materials. 


Dealer Remodels Store 


Displays in Baltimore store make 
it easy for salesmen to show prospects 
what they are buying. 


One of the oldest retail lumber firms—in fact 
one of the oldest businesses—in the state of 
Maryland—has recently been modernized to take 
advantage of an ideal merchandising location 
which taps rich residential and business markets. 

According to Frank Manning, manager of 
George J. Storck and Son, Baltimore, Md., “Our 
store is built entirely around the idea of selling 
the retail trade. There are too many people 
who still feel that a building supply business 
is solely for builders, contractors, and large-scale 
operators. Consumers fail to bring their busi- 
ness to these stores because they do not look 
like a retail store.” 

The remodeled Storck store looks like a con- 
sumer, retail operation, and it is doing a real 
job of bringing the consumer inside to buy. 

Large display windows through which a vari- 
ety of goods can be seen from the street made 
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WIDE DISPLAY WINDOWS were installed to interest the heavy flow of con. 
sumer traffic which “drives” and “walks” past the store. Appliance sales help 
bring in customers. 


TELEVISION SHOW in the store keeps customers happy 
while they wait for a clerk. 


. 
= | 
| uel i A s 
STORE MANAGER, Frank Manning, points to one of the 
many attractive displays that are a big factor in selling 
building materials to the consumer customer. 





up the first change from the old lumber shed 
idea. 

The inside of the store, which is approximately 
50 feet square, has been laid out to display as 
many interesting building materials as possible. 
The range of products runs from wall boards 
and kitchen cabinets and other standard build- 
ing materials to television sets and kitchen 
appliances. 

The steadily increasing flow of consumer cus- 
tomers into the Storck store proves that 4a 
well laid out display store means more business. 


T - & 
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TREATING INSTALLATION like this can be tailored to fit any size yard. 


Wood Treating Service Pays 


Michigan retail lumber yard finds that a dip- 


ping vat for treating — plus promoting the value of 


treated lumber — makes this improved product easy 


| to sell. 


Selling lumber treated to re- 


_ pel water and decay is a strong 
| forte of the Miller Lumber 
| Company, 


Kalamazoo, Michi- 
gan. 

Like most success stories, this 
one can be told because Mr. 


0. F. Miller insisted on doing 





MODERN DISPLAY and merchandising is important factor in selling wood 
treating benefits to customers. 
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the job right when he decided 
to install treating facilities. 

He combined a good preserva- 
tive product and a low cost 
treating plant with an excellent 
display and promotion to back 
up sales effort. 

A good product is necessary 


Cal 


Miller store does a thorough job. 





to insure customer satisfaction. 
A carefully designed installa- 
tion is important because a big 
investment in equipment could 
price the service out of the mar- 
ket. 

Modern display and merchan- 
dising methods are important 
because in this competitive age, 
even the best of products won’t 
sell without sound sales and 
promotional effort. 

With all these factors prop- 
erly combined, as they are at 
Miller Lumber Company, it be- 
comes easy to sell customer on 
the extra value received when 
— is treated for longer 
ife. 


Convention Dates 


The following convention 
schedule has been corrected to 
press date. An (*) means no 
exhibits are being planned. 


January 15-16-17 — Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 

January 16-17-18 — Northwestern 
Lumberman’s Assn., Minneapolis Au- 
ditorium, Minneapolis, Minn. 
January 22-23-24—Western Retail 
Lumbermen’s Assn., Davenport Ho- 
tel, Spokane, Wash. 

January 24-25-26 — Southwestern 
Lumbermen’s Assn.— Municipal Au- 
ditorium, Kansas City, Mo. 

January 29-30-31—Northeastern Re- 
tail Lumbermen’s Assn., Hotel Stat- 
ler, New York, N. Y. 

January 29-30-31—Ohio Retail Lum- 


bermen’s Assn.—Netherlands Plaza 
Hotel, Cincinnati, Ohio. 
February 6-7-8—Michigan Retail 


Lumber Dealers Assn., Pertland Ho- 
tel & Civic Auditorium, Grand Rap- 
ids, Mich. 
February 7-8-9—Middle Atlantic 
‘Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 
February 7-8—Lumber Dealers Assn. 
of West Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. 
February 7-8-9—Mountain States 
Lmbr. Dealer Assn., Shirley-Savoy 
Hotel, Denver, Colo. 
February 13-14-15—Illinois Lumber 
& Material Dirs. Assn., Hotel Sher- 
man, Chicago, Ill. 
February 15-16—Virginia Bldg. Mtl. 
Assn., Hotel John’ Marshall, Rich- 
mond, Va. 
February 20-21-22—Wisconsin Retail 
Lbrm. Assn., Milwaukee Auditorium, 
Milwaukee, Wis. 
February 22-23-24—Nebraska Lmbr. 
Merchants Assn., City Auditorium, 
Omaha, Nebr. 
February 27-28 — Indiana Lbr. & 
Bldr. Supply Assn., Murat Temple, 
Indianapolis, Ind. 
February 27-28, March 1 — Indiana 
(Continued on page 121) 
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Remodeled Store Increases Idaho Dealer’s Sales 






New plumbing and appliance departments 
stimulate sales of general building materials 


The best way to meet the 
competition of the mail order 
house is to carry a complete 
stock of the quality building 
materials needed by the con- 
tractor and home owner. 

That is the basic operating 
philosophy of Gunder W. Kjos- 
ness, vice-president of the Mad- 
ison Lumber and Mill Co., 
Lewiston, Ida., which operates 
six other yards in Idaho and 
Washington. 

In determining what mer- 
chandise to carry, Mr. Kjosness 
is guided by standards of qual- 
ity, sales appearance, public 
acceptance and need for the 
product, 100% dealer distribu- 
tion, satisfactory profit and 
sales turnover. . 

Mr. Kjosness took these fac- 
tors into consideration in re- 
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modeling his store a few years 
ago. Two major departments 
were added — appliances and 
plumbing. Both of them have 
been responsible for consider- 
able added business, says Mr. 
Kjosness. The firm has its own 
plumbing crew under the direc- 
tion of a master plumber with 
one outside salesman for ap- 
pliances. 

Appliances and building ma- 
terials should be sold together, 
declares Mr. Kjosness, who be- 
lieves each sales department 
should carry itself. Appliances 
are given strong promotion 
through cooperative newspaper 
and radio advertising. Appli- 
ance advertising is the cheapest 
institutional advertisinga 
dealer can do, says Mr. Kjos- 
ness, who is convinced that 
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BEFORE AND AFTER the Madison Lumber and Mill Co 
in Lewiston, Ida. remodeled. By more than doubling its 
display space, it was possible to install complete plumbing 
and appliance departments and give more adequate dis. 
play space to general building materials. 
well-lighted windows in the new store. 


DiS REO OE. 





Note the large 





lumber manufacturers are miss- 
ing a big bet in this field. The 
budget payment plan is fea- 
tured in the Madison ads. 

A special appliance demon- 
stration room on the second 
floor of the store has been re 
sponsible for many sales. This 
room is attractively furnished 
with easy chairs, window 
drapes and accessories to give 
it a home-like appearance. Club 
and church groups meet here 
for special demonstrations. Or- 
ganized groups receive 50c for 
each member attending plus $4 
for each appliance sold as a 
result of the meeting. The store 
serves free refreshments at 
these sessions. . 

Complete service is offered 
the prospective home builder. 
The slogan of the home build- 
ing department is For a Satis- 
factory Plan Ask Any Madison 
Man. Plan books with the Mad- 
ison imprint on the back are 
sold at cost, thus carrying out 
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the policy that each depart- 
ment should be self-supporting. 
Home prospects not only have 
a wide variety of plans to 
choose from, but they receive 
free estimates of material costs 
and help with their financing 
in addition to contacts with 
reputable builders. 

A master file system ‘s main- 
tained on every appliance re- 
ceived. It shows when the in- 
dividual appliance was sold, to 
whom, model, trade-in allow- 
ance and other pertinent infor- 
mation. The store does not hesi- 
tate to take trade-ins, which 
are readily moved by classified 
ads. Store traffic is encouraged 


' by two islands of light appli- 


ances. 

Several Madison men have 
been trained under the GI pro- 
gram and at the 30-day courses 
sponsored cooperatively by the 
West Coast Lumbermen’s Asso- 
ciation and the University of 
Washington. Each salesman is 


| expected to be thoroughly fa- 


miliar with the sales aids and 


literature issued by manufac- 


turers. Store items are plainly 
price marked. Customers are 


' encouraged to ask questions. 


One of the typical signs in 
the store reads: “If interested 
in merchandise you don’t see, 


; ask us. We have it.” 


Madison Lumber and Mill Co. 
was founded in 1903 by Gunder 


| P. Kjosness. Today the business 


is managed by two sons of the 
founder, one of whom is Gun- 
der W. Kjosness, who serves as 
vice - president and manager. 
Mr. Kjosness has long been ac- 


| tive in the affairs of the West- 
| ern Retail Lumbermen’s Asso- 
' Clation. 
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APPLIANCES AND PLUMBING are given major display 
space in the new store. Both departments have helped 
stimulate sales of genera] building materials. 


price marked. 





PLUMBING DEPARTMENT, consisting of eight men, is 


managed by a master plumber. Store items are plainly 





GUNDER W. KJOSNESS, right, vice-president and general manager, behind the 


attractive consumer counter in the remodeled store. 
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PAINT DEPART- 
MENT display 
shown here has 
been widely 
copied by dealers. 
The seven shelves 
pressive stock to 
the customer’s 
eye. They are also 
convenient to 
handle and serv- 
ice. Island of 
paint accessories 
is seen in the 
foreground. 
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LYNN BOYD is new Snark 


Hoo-Hoo's Meet 


At the 1950 national convention 
of Hoo-Hoo, lumber fraternal or- 
ganization, held in Boston the early 
part of last month, Lynn Boyd, 
36660, of Pampa, Texas, ~ was 
elected Snark of the Universe. 

Other officers elected for the new 
term included: Supreme Hoo-Hoo, 
Robert Stalker 36918, Quincy, 
Mass.; Senior Hoo-Hoo, Harry B. 
Weiss 19729, Memphis, Tenn,; 
Junior Hoo-Hoo, Martin McDon- 
ald 27358, Port Arthur, Ont.; 


Scrivenoter, John B. Egan 45206, ~ 


St. Paul, Minn.; Bojum, John Dol- 
cater 37372, Tampa, Fla.; Jabber- 
wock, Edwin Fischer 41901, Mil- 
waukee, Wisc.; Custocatian, Dave 
Davis 37575, San Francisco; Ar- 
canoper, Arthur Geiger 48505, Ta- 
coma, Wash.; and Gurdon, Clifford 
Schorling 45533, N. Kansas City, 
Kans. 

The registration approached the 
300 mark and all 9 geographical 
Jurisdictions of the United States 
and Canada were represented. The 
80 Hoo-Hoo Clubs throughout Hco- 
Hoo sent delegates. 

Both the reports of Secretary 
B. F. Springer 34265, and Treas- 
urer W. M. Wattson 32720, gave 
evidence of a successful year in 
growth of members, activities and 
finances. The report showed a total 
membership of 8,593, and 109 Con- 
cats held, as compared to 90 the 
previous year. The Order is now 
assigning numbers to new mem- 
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AMONG THE DEALERS 








bers beginning with 54375. New 
Clubs organized the past year in- 
cluded: Hutchinson, Kans.; Omaha, 
Neb.; Santa Rosa, Calif.; Rich- 
mond, Va.; Montgomery, Ala.; 
Santa Barbara, Calif., and Curdon, 
Ark., and Seattle, Wash. 

Outstanding addresses challenged 
the interest and serious considera- 
tion of the members attending the 
business meetings. Noteworthy was 
the address of A. G. Hall, Forest 
Relations Counsel to the National 
Lumber Manufacturers Associa- 
tion, who chose as his subject 
“Trees for Today and Tomorrow.” 
He emphasized what the free en- 
terprise system can and is doing. 
He said in part : “It is my sincere 
belief that the pace of forestry 
progress under the free enterprise 
system is moving ahead so rapidly 
that national goals in timber pro- 
duction will be achieved more 
quickly without federal interfer- 
ence and federal controls. 

“The advances of the past 10 
years, of the past 50 years, show 
what the free enterprise system 
can do with what was a dwindling 
forest resource. We still have a 
backlog of one trillion, six hun- 
dred billion board feet of standing 
sawtimber—more than enough to 
meet any emergency demands for 
years. The industry can continue 
to operate at high levels of pro- 
duction, and is well on its way to 
assuring the nation of a sustained 
timber economy throughout the ap- 
plication of sound forestry meas- 
ures. Yes, there are trees for to- 
day; and there will be trees for 
tomorrow.” 

Ormie C. Lance, Secretary of the 
National Woodwork Manufacturers 
Association, Inc., described and ex- 
plained the Wood Window Promo- 
tion Campaign launched in 1950, 
by the principal producers of pine 
lumber and millwork, for telling 
the public about the superior quali- 
ties of wood windows and sash. 





SUPPLY OF NEW LUMBER 


OX Production of Lumber in the BeOeX 
fated wont eited States 1929-1950 —s 
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FLEMING W. SMITH 














Tennessee Elects 


Fleming W. Smith, young Nasb- 
ville lumberman, will lead Tennes- 
see Retail Lumber Dealers Asso- 
cation in 1951. Mr. Smith was 
elected President of the Tennessee 
Building Material Association at its 
recent Board of Directors meeting 
and he will succeed Mr. T. O. Lash- 
lee of Humboldt whose term will 
expire the last of this year. Hav- 
ing served the Association as Vice- 
President for several years Mr. 
Smith was well fitted to fill this 
important assignment. He will con- 
tinue to serve the organization as 
Chairman of the Group Insurance 
Trustees. Mr. Smith headed the 
Dealer Committee which made a 
thorough study of the merits of 
Group Insurance and guided this 
program to its adoption in Septem- 
ber 1949. 

Mr. Smith who has not yet 
reached his fortieth birthday, 
started working in his father’s 
lumber business as soon as he had 
graduated from Vanderbilt in 1938, 
and has been head of the firm since 
his father’s retirement in 1940. 
Under his management the A. J. 
Smith Company has expanded and 
become one of Nashville’s most com- 
plete building material outlets, As 
one of the few Nashville firms han- 
dling a full line of both lumber 
and masonry materials it is able to 
serve the entire needs of its cus 
tomers. 

Although married and the father 
of two boys, Flem, as he is known 
to his friends, took time out during 
the last war to serve as Navy 
Lieutenant. 

































































































































































































































AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 
less, since it seldom needs sanding and Pon- 

derosa Pine takes less paint. 


‘You can show a faster turnover on a lower 
inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 








“ MATCHED 


Meets your need for a competitive flooring of premium quality 
without the penalty of premium price. 


Affords your customers all the cost saving inherent in end- 
matched installations, plus Southern’s superior manufacture. 


Shipment in mixed cars with Arkansas Soft Pine 
and hardwood trim, mouldings and lumber. 
Call our nearest representative for quotations. 


HERE TO SERVE YOU ALWAYS, BECAUSE WE GROW OUR OWN TREES 
SOUR Es ERN LUMBER COMPANY, ie # hee 
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TYPICAL Bildrok home. 


MATERIALS laid out for assembly. 


Precast Cement House Introduced 


Concrete pieces similar in size and shape to 
traditional building materials will fit most designs. 
Low cost is claimed to be important feature. Product 
can be used in farm, home and commercial fields. 


A new building materials or- 
ganization in Chicago called the 
American Bildrok Company has 
just been formed to produce 
light-weight, low-cost building 
materials for residential, com- 
mercial and farm buildings 
through a system of licensee 
manufacturing plants in every 
major trading area. 


Thomas H. Coulter, former 
vice-president of Universal Zo- 
nolite Insulation Co. and a part- 
ner for the past five years with 
Booz, Allen & Hamilton, man- 
agement consultants, is presi- 
dent of the new company. 

“Through our production and 
distribution of lightweight ag- 
gregates for plaster and con- 


T. H. COULTER, 
president of ney. 
ly formed con. 
pany. 


crete, we propose to make con- 
struction easier, quicker and 
more economical,” Coulter said. 

The American Bildrok Com. 
pany will not only manufacture 
lightweight aggregates, prin- 
cipally perlite, for plaster and 
concrete, but will make them 
into a variety of insulating, 
acoustical and structural build- 
ing panels. Most important 
and revolutionary among the 
new products is a lightweight, 
insulating wall panel which 
through a new process combines 
aggregate and portland cement 
into sections 8 feet long, 16 
inches wide, and 4 inches thick, & 
which makes a complete wall § 
replacing from 4 to 6 materials 
now used in wall construction. 





A “BEST SELLER” 


with a Big, Established Demand 


@ Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
... These and other modernized features place the Gabriel Basement Window in a 
class by itself . . . Traditional high quality and excellent construction add superiority 
. +. Top or bottom opening gives any desired amount of ventilation . . . Available 
in popular 2-light sash of modular dimension . . . Concentrate on Gabriel Basement 


Windows for more profits . 


. . Builders know their advantages . . . Home owners 


prefer them. SOLD THROUGH DEALERS ONLY. 
Write for catalog A showing complete line of home-building specialties, 


National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15. Ohio 


GABRI 


.. 


more €. 4 


SE 6: 
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PRODUCTS 


COMPANY 


43700 Sherwood, Detroit /2, Mich. 
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The beautipul 


UTILITY HARDWOOD 


PLYWOOD 
| Oue- Piece Face! 






THE UTILITY HARDWOOD 4 
PLYWOOD ? 


Beers 


Mengelbord* is a low-priced 3-ply utility 
hardwood plywood, ¥%’ thick. It is made 
from beautiful White Gum (Tupelo), has a 
one-piece face, with no joints or oval patches 
to mar its appearance. 


Mengelbord is ideal for all interior uses: 


DRY WALLS PARTITIONS 
CABINETS STORE FIXTURES 
FURNITURE 


Write today for descriptive literature. 
No obligation, of course. 


Where fine wood panels of Ma- 

hogany, Oak, Birch or Walnut 

are desired—ask for Mengelux*. 
Literature on request. 


THE MENGEL COMPANY 
Plywood Division « Louisville 1, Ky. 
*Reg. U.S. Pat. Off. 
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NU-WALL saves time 
NU-WALL saves money 
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eae : : t 
Applying NU-WALL Over Spanish Plaster 






Reg. U S. Pat. Off 

NU-WALL bonds perfectly and permanently 
with all dry wall materials . . . to cracked, 
chipped or painted walls, Spanish plaster, 


glazed tile, smoothest concrete, brick, fibre- 
board, wallboard and insulation board. 


NU-WALL will receive any of the conven- 
tional plaster finishes—or remain as the one- 
coat textured finish in itself. 


Economical and down-to-earth practical too! 
NU-WALL can be applied over old walls 
without removing trim or knocking down old 
plaster — over new "dry wall" construction 
after wood trim is installed. _NU-WALL 
doesn't dry out hard and brittle—it remains 
flexible yet firm. 


Easy to mix—easy to apply—easy for you to 
handle and to sell. There's substantial profit 
for YOU in each bag of NU-WALL. Don't de- 
lay. Get the NU-WALL story today. WRITE 





NU-WALL Mfg. Co. 


923 N. 19th St. Dept. A-t 
Milwaukee 3, Wisconsin 


Wholesalers and Jobbers! Territories still available! 





93 
















Important Link 


The man or woman at the final 
point of sale comes close to being the 
most important link in the long distri- 
bution chain. What takes place at this 
crucial point determines what happens 
to the goods that have emerged from 
the research laboratories into the fac- 
tory, from manufacturer to jobber 
and finally to the retail establishment 
where contact at long last is estab- 
lished with the final user. 

All the work that has been done by 
packaging experts, advertising men, 
expert salesmen and all other parties 
concerned can come to naught if the 
retailer or his personnel do not fol- 
low through efficiently. The retailer 
is the connecting link that counts 
most. 


The value or usefulness of any 
chain is determined not by its 
strongest but by its weakest 
link. 


Worthless Cadillac 


The Cadillac on the dealer’s show- 
room floor stopped every one although 
few could afford to buy it. Only 
trouble was that it wouldn’t run. Con- 
sequently the ten-year old Ford at the 
curb actually was worth more as a 
means of transportation because it 
would take you where you wanted to 
go. Trouble with the Caddie was that 
one of the workmen had left out an 
essential wire through which the elec- 
trical current reached the combustion 
chambers. In itself this inexpensive 
part seemed unimportant. It was 
worth only a few cents. Yet without it 
the beautiful car was entirely worth- 
less. 


Distribution, like the newest 


automobile, is made up of in- 
numerable “parts”. Each must 
be in good order if the machine 
works. 


When the Build-Up 
Breaks Down 


After reading a carefully prepared, 
well-illustrated, attractive advertise- 
ment that whips up interest and 
makes hopes run high, there is noth- 
ing that dashes them to the ground 
as rudely as to encounter indifference 
or lack of information at final point 
of sale. The employe who “guesses 
so” or asks somebody else if “he 
knows anything about this” is doing 
far more than losing the sale of an 
individual item. He is injuring the 
reputation of the retailer who employs 
him. 
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The "Why" of Self- 
Service Stores 


The basic reason for the rapid 
growth of self-service stores is the at- 
tempt to get away from the high cost 
of inefficient personal selling in re- 
tailing. Not so long ago—1930 to be 
exact—not more than one percent of 
the total grocery business was done 
in self-service stores. By 1941 it had 
increased to 15 percent. During the 
next five years it jumped to 59 per- 
cent according to survey conducted by 
Outdoor Advertising, Inc. 


Selling will never be mechan- 
ized completely but self-service 
stores are a long step in this 
direction. 


Appetizing Appeal 


Self-serve establishments attract 
attention and get prospects inside the 
establishments through the proper 
use of clean attractive show windows 
that exert a powerful pull. Once in- 
side, the customer is exposed to 
tempting displays that do a far bet- 
ter selling job than could ever be 
done personally. A single display ex- 
pert, supervising the arrangement of 
the merchandise, is able to make 
maximum use of the sales appeal that 
exists in the goods themselves and 
especially to employ “in use” illustra- 
tions that spell out for prospects what 
the merchandise can be made to mean 
for them. 


The impatient grocery clerk in 
a dirty apron is being replaced 
rapidly with tempting displays 
which say “help yourself”. 


From ''Keep Out’ 
to ''Come In" 





Remember the early day signs that 
warned customers to “Keep From Be- 
hind The Counter”. Or the gate with 
a trick latch on the inside that pre- 
vented customers from helping them- 
selves. Few dared to invade the 
sacred area. Today counters have all 
but disappeared in many retail stores 
and customers wander unmolested 
from one department to another, 
studying the merchandise. If per- 
chance you do not appreciate the pull- 
ing power of these displays, try to 
pass up the attractive array of cheese 
that reposes colorfully in the snow 
white refrigerated cases . . . especi- 
ally if you’ve stopped at the store 
while on your way home for supper. 
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Most people prefer to wait on 
themselves when it is possible 
to do so. 






The Combination 
That Counts 


Not many things in the lumber yard 
itself lend themselves to “help your. 
self” selling. But in the store part 
of the establishment the principle ap. 
plies as effectively as it does in any 
establishment on Main Street. Hence 
the island displays and the pick-up 
tables where impulse buying is en- 
couraged. While the lumber dealer or 
his employes are busy elsewhere, cus- 
tomers can complete much of the 
transaction .. . especially if display 
cards are used to show what the ma- 
terials will accomplish for their pur- 
chasers. 


















show prospects how to use the mate- 
rials. 







It takes quality appeal to stim- 
ulate quality buying. 








Daily Adventure 





More and more attention is being 
paid to point of sale pull. The appeal- 
ing array of merchandise behind the 
shining glass in the show window ... 
the doorway that says “Come in and 
browse around” .. . the brightly 
lighted interior . . . the clean, fresh 
air... the price tags proclaiming 
“Here’s a good value for you” .. 
the goods themselves. 

It’s all very interesting—and excit- 
ing . .. so much so that housewives 
look forward to their daily adventure 
at the super-market. They even shop 
in person and haul their purchases 
home in their own ears. 
























Preliminary selling chores 
should receive careful attention. 








Pre-Selling Is Important 






If the sale of such essentials as food 
can be stepped up with proper dis- 
plays and other merchandising factors 
commonly employed by self-service 
stores, the same principles can 
used to advantage in the sale of any- 
thing else bought at retail. Not all 
merchandise lends itself to the “help 
yourself” idea but much pre-selling 
can be done before the salesman ar- 
rives to complete the transaction. 

































































It is this combination that f 
counts ... the merchandise itself and § 
the description, colorful cards that at- f 
tract attention, arouse interest and — 
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Your trade knows and likes Trinity White—the whitest white cement. Adver- 
tised consistently for years to architects, contractors and craftsmen. Trinity is a 
true portland cement that meets Federal and ASTM specifications. Trinity is a 
brilliant white. With pigments added, it gives clean purer colors. There is a con- 
stantly growing market for Trinity White in volume sales and miscellaneous 
calls. Carry it in stock. Trinity Division, General Portland Cement Co., 111 W. 
Monroe St., Chicago; Republic Bank Bldg., Dallas; 816 W. 5th St., Los Angeles 


TRINITY WHITE is a true Portland Cement 


TRINITY WHITE 
Portland Cement 
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PORTLAND CEMENT 
NON - STAINING 


as white \e-\. as 












1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 * Teletype SF 531 





Wt 


It pays to rely on a dependable source of sup- 
ply. Eight modern mills at your service to 
bring you lumber products that are unsur- 
passed grade for grade. Look to T W & J for 
top quality always, when ordering—Ponder- 
osa Pine, Sugar Pine, White Fir, Douglas Fir, 
Incense Cedar; also Pine doors, Pine and Fir 
mouldings, Pine plywood, cut stock. 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-836! e¢ Teletype SK 2 
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A public trust 


The strongest, most unbeatable people in the world 
are those who keep their heads in a crisis, those 
who are alert to danger but refuse to give in to fear. 
In every community, we need courageous, self-sacrific- 
ing people to help fight fear and doubt, keep our 
country strong. Are you one of them? 

As an individual, you may feel helpless to stem the 
tide of destruction—wonder what you, John Smith, 
private citizen, can do about it. But as John Smith, 
Lumber Dealer, you can exert a tremendous influence 
in helping to shape public opinion and stabilize the 
thinking in your community. 

One of the greatest dangers today is public ignor- 
ance. People who are uninformed and confused, or 
badly misinformed, are an easy prey to fear, rumors, 
panic-buying, inflation and other dangerous practices 
that can throw our economy into a chaos and under- 
mine our national security. 

Shelter is one of the most essential things the public 
must be intelligently informed about. Constant news- 
paper stories about financial curbs, tax and price in- 
creases, material and labor shortages scare people off 
from normal buying. Or frighten them into abnormal 
buying. And that feeling of insecurity and fear car- 
ries over into all their other thinking, dangerous to 
our whole country. 


... how you can help 


The two most powerful weapons with which you can 
fight fear are ideas and the printed word. The most 
important thing you can do for your country, your 
community, your own business is to strengthen the 
faith and confidence of people in your area by running 
calm, reassuring, level-headed advertising. The kind 
of advertising that explains and interprets changes in 
regulations and shortages—tells people what they can 
still do locally to modernize and build. 

Remember, your newspaper editor’s job is basically 
to report the news, not to interpret it. And what 
little space he has left for editorials must be devoted 
more and more to comment on national events. 

Remember, too, most strategic news stories on labor 
and material shortages are apt to be based on general 
national reports, may not be true locally—something 
the average newspaper reader does not stop to think! 
Nor is the average citizen an expert at interpreting 
building news reports. Consequently, he has no clear, 
accurate idea of how such news stories affect him 
personally—assumes the worst from words like “scarc- 
ity,” “curbs” and “‘shortages”—is completely baffled by 
terms like “L-51.” 


... the greatest need 


The greatest need of every one of us today is to feel 
a sense of quietness and steadiness in the face of 
danger, a sense of reassurance and security. Not false 


By Norm Advertising, Inc. 
New York, N. Y. 
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security, but the kind of security we need to pull 
together and win. 

Thousands of people in your community, in every 
community across the country, feel uncertain, don’t 
know which way to turn. By reassuring them on the 
questions of shelter and home improvements, you are 
rendering an invaluable public service. 

No man can do his best work on the production 
assembly line or in important executive work unless he 
is sure of a roof over his head. And no man is going 
to tie up his savings and future income in modern- 
ization or building unless he feels certain it is safe 
to do so—because to him, these are both major 
investments. 

Today your voice is needed more than ever to re- 
assure the public. Because the postwar period, instead 
of bringing lower costs and substantial tax reduc- 
tion, has brought higher living costs and the demand 
for new increases. 


... every ad counts 


Every ad you run giving strong reasons why it is 
safe to plan and invest in modernization and building 
(wherever possible) ... safeguards our economy, is a 
blow against destructive fear. Every ad you run en- 
couraging normal buying and saving for home im- 
provements ... is a blow against inflation. 

Every ad you run telling people exactly what they 
can still do, channels their savings into fields that are 
of more help to our country as well as to you, the 
dealer. Every ad you run explaining the reasons behind 
curbs and shortages, strengthens the faith and morale 
of the people in your area and creates more good will 
toward you. 


... every dealer counts 


As we said above, the job of your newspaper is to 
report, not to interpret. Only you and your ad agency 
can explain what people still can do, from week to 
week, in a way they will understand. 

The most reassuring advertising you can run is the 
kind that explains over and over again how a specific 
job can be done, especially with regard to financing. 
Wherever possible, make it crystal-clear that labor and 
materials are still available, and exactly what your 
terms are ... $7.00 a month and only 10% down, 
or whatever the case may be. 

More than anything else, advertising based on clear, 
level-headed reasoning is needed—wherever material 
and labor shortages, price increases and drastic curbs 
exist. At the same time, always point out specifically 
what jobs can still be undertaken. 

There is no better medium for getting clear, level- 
headed thinking than your weekly newspaper advertis- 
ing. This is one place you can make your voice heard— 
and help to calm the fears and stabilize the thinking 
and buying of thousands of people. Will you start help- 
ing, today, to keep America strong in this way? 
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X HOME of ROSBORO 


* SIX-STAR 


* 
: LUMBER PRODUCTS 


GIAO ERE 
F nl CRS 


Here Rosboro produces all of its famous Six-Star 


lum 








ber products from old growth Douglas Fir and 


West Coast Hemlock grown in the heart of the 


Mc 


Kenzie region in Oregon. 


The name ROSBORO, stamped on the end of 
every piece, plus the Six-Star features are a 
quality combination that can't be beat. 


The Six-Star features of all Rosboro lumber are: 


(1) 


(2) 


(3 


— 


(4 


(5 


— 


— 


GRADE MARKED—yours and your custom 
er's -protection that it's accurately graded 
according to W.C.L.A. standards. 

KILN DRIED—scientifically and automatically 
kiln dried in modern kilns to proper moisture 
content. 

DOUBLE END TRIMMED—eliminates trim- 
ming and squaring. No.waste material on 
the job. 

END STAMPED—the Rosboro name clearly 
stamped on each end ‘means more attractive, 
more salable lumber for you. 

EASED EDGES — easier handling for you. 


Won't separate on edges like square edges. 


(6) OLD GROWTH TIMBER — means greater 


strength—bright, close grained appearance. 


Timbers and planks shown above are two of the 


| lon 


Ot 


g list of Rosboro Six-Star lumber products. 
hers include: flooring, moulding, ceiling, siding, 


casing, base, Dimension, D&M, shiplap, etc. 


ROSBORO Six-Star lumber will benefit you — and your 


customers. 


ROSBORO LUMBER CO. 


S 
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Contact us today. 





PRINGFIELD, OREGON 


~ 














RY wu CONSTRUCTION 


has proved 
satisfacrory... 


SY cori G. Lans, 


Director, Technical 
Service Department, 
National Association 
of Home Builders. 





e “When dry wall has once been accepted and gotten a hold, 
it has become general. The Washington, D. C., Metropolitan area 
is such an example. Before the war, everything was lath and 
plaster; now it is a rare thing in residential construction. Dry 
wall has proved satisfactory—not only because it is much more 
economical, but also because it produces a true, straight wall... 
and eliminates the introduction of many gallons of moisture into 
the house. In addition, it is a time saver.” 


For 32 years Homasote has been used for Dry Wall Construc- 
tion—in millions of dollars of private homes. 


Dry Wall Construction—with Homasote Big Sheets—offers 
many major advantages . . . The average wall is covered with a 
single sheet; batten strips and unsightly wall joints are eliminated. 
Joints are made at doors and windows, as desired . . . Labor costs 
are minimized; many fewer handling operations; many fewer 
nails ... In a single material you provide lasting insulation value 
and great structural strength . . . You build a quieter home, free 
from dampness—with dependable insurance against musty closets 
and mildewed walls .. . Let us send you performance data and 
illustrated literature on Homasote and allied products. 


SAYS MR. WETWALL SAYS MR. DRYWALL 


“lL wet and warp (alias Mr. Homa- 


. Yon te \ the studs in every sote), “I keep the Sage fy 
b \y house | enter. No studs dry and ~#& at 
. , \ = - 
~ wonder the owner straight and true. 2 & F 
4 pr has maintenance There’s no cracked ge i Ly - 
‘9 4 trouble and costs.’ or falling plaster in i 
. : my houses.” Dees 
% fy 
% -' / nag“ 


sas 
Ulf h ... in Big Sheets up to 8’ x 14’ 


Oldest and strongest 





















Ww 
” insulating and building 
board on the market 
x SEND FOR ILLUSTRATED LITERATURE 

1 
HOMASOTE COMPANY e DEPT. 57, Trenton 3, N. J. | 
| Send me literature as checked: | 
| Standard Homasote Wood-textured Homasote | 
(Big Sheets) 3 (Panels) c ) | 
| Striated Homasote The Nova-Shingle and " 

(Tiles and Panels) « 2 the Nova-Speed 

| TheNovaRollerDoor ( ) Shingling Clip “e oh 
l | 
| veer l 
| (Please print in pencil) | 
| Address 
| 
{ City & Zone __State } 
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SALES OFFICE 


DIBOLL ano PINELAND, TEXAS 
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WHAT’S NEW 





Products .... Sales Aids . 


soettn S 


Glue Lines Hold Firmly 


“Elephants will not walk on any- 
thing that will not support their 
weight.”” That is the belief which 
started General Plywood officials 
on an elephant hunt that ended at 
Benson’s Wild Animal Farm in 
Hudson, N.H. There they located 
“Jumbo”, an elephant weighing in 
excess of 2,000 pounds. The idea 
was that General Plywood wanted 
to find some dramatic way of prov- 
ing that its new flush doors were 
constructed for greater strength 
and endurance. With the help of 
Jumbo’s trainer, they got the huge 
animal to stand on a stock General 
door placed on blocks and unsup- 
ported in the middle. The result 
was that Jumbo made no impres- 
sion on the face of the door, and the 
glue lines held firmly, having im- 
parted great strength to the series 
of wood sections that make up the 
door; the thin veneer and sturdy 
plies are bonded into the plywood 
with American Cyanamid Com- 
pany’s plastic adhesives. General 
Plywood produces exterior and in- 
terior flush doors in both hollow 
and solid core construction in a 
wide variation of woods. Write 
General Plywood Corporation, Dept. 
AL, Louisville, Ky. 


Hold-A-Door 


Hold-A-Door, designed to be used 
on screen or storm door, serves the 
purpose of holding the door fully 
open for an adjustable period of ap- 
proximately 8 to 40 seconds, and 
automatically closing the door at 
the end of this time. Outstanding 
advantages of this (pat. pend.) de- 
vice is that it allows the housewife 


... Literature 


or worker to walk through with 
both arms filled, without being hit 
by the swinging door. The time 
the door is held open is determined 
by the force applied in pushing or 
pulling the door to its fully open 
position. The design of Hold-A- 
Door is so simple that there is very 
little to get out of adjustment. The 
device is competitively priced with 
other low-priced door devices now 


on the market. Write Knipe Indus-§ 


tries, Dept. AL, P. O. Box A, 
Lawrenceville, N.J. 


Sedi-Dor 








Prefabricated Door and Jambs 


Redi-Dor, the new patented pre- 
fabricated, ready-to-install, pre 
hung and fitted door and jamb, 
features the exclusive ‘“Fits-All” 
design which is said to banish the 
major headache of former prefab- 
ricated doors. The “Fits-All’’ fea- 
ture makes Redi-Dor adjustable to 
any wall thickness and suited to 
any wall composition. The door part 
is set into one side of the wall; the 
other part is set on the opposite 
side. The two parts slide in and 
out like an accordion —that’s the 
secret of the “Fits-All” flexibility. 
Redi-Dor installs with ease and 
speed after the walls are completely 
finished —thus eliminating labor- 
ious, time-consuming refitting, plas- 
ter-scraping and door-hanging. The 
only tools required are hammer and 
nails. No special skill or experience 
is necessary. Choice of sanitary or 
colonial trim is available. Wood 
choices are as follows: Trim and 
jamb: pine or whitewood, kiln- 
dried to 8-10% moisture content. 
Paint-grade flush doors: cativa, 
gum or whitewood. Stain-grade 
flush doors: selected birch or cativa. 
One or two-panel doors: fir or hem- 
lock. Write Wm. R. Lutze Company, 
Dept. AL, 18 Bergen St., Brooklyn, 
N.Y. 
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Fireplace Screen 


The Pioneer Thermo-Rite fire- 
place screen protects children, rugs 
and furnishings from sparks and 
ashes. It also eliminates danger of 
Fuel bills are less 


| because much heat from furnace 
, and fireplace escapes via an open 


cert Sere gemempens 


' full opening of doors. 
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front fireplace. Thermo-Rite ra- 
diates the heat and keeps the heat 
within the room. Its frame is con- 
structed of beautiful solid brass 
with adjustable draft doors to pro- 
vide fast or slow fire. Air baffle 
keeps inside of the glass doors 
clean. Strong piano hinges allow 
Any fire- 
place—wood, coal or gas, can be 
equipped with Thermo-Rite. It is 
said to be a guarantee against 
smoke soot, dirt and dust. Pioneer 
Thermo-Rite is available in stand- 
ard sizes and special sizes are made 
to order, Thermo-Rite fits on the 
outside of the fireplace overlapping 
the opening. For descriptive folder 
write the Pioneer Company, Dept. 
AL, 1050 Century Bldg., Pitts- 
burgh 22, Pa. 


Improved Hardware 


_ An improved hanger for bypass- 
ing cabinet and wardrobe doors 
known as Kennatrack Series 275 
has been announced by Jay G. Mc- 
Kenna, Inec., manufacturers of in- 


terior, top-mounted sliding door 
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Contractors Buy On Sight 


Exclusive Milwaukee HOLE-SHOOTER combines 
Straight and Right-Angle drilling . . . full V/s H. P. 


.-..3 speeds... 


Approved by the : 
Underwriters Laboratories 
No other Right-Angle 
drill made gives your 
customers correct 
speeds for many ap- 
plications ... wonder- 
tool for close quarters. 





TRI-SPEED 412 KI 


for Contractors contains... 


$-412 V2” HOLE-SHOOTER, ball 
and roller bearing equipped... 4 
Jacob's geared Chuck..450 R.P.M. 4 


2 *Two-speed “Right-Angle- 
Drive” .. . low speed, 
300 R. P. M.... high 
speed, 675 R. P. M, 
3 special bits — 34”, 
1%", 2%". 
Special wrench for “Right 
Angle Drive” and chuck. 


‘37 


Adjustable “Long Arm” Accessory . 
$24.50 EXTRA 






























*Pat. Pending 


. Unit-built for safe, easy use. 











Nationally Advertised 
je demand among contractors for 
this exclusive 3-speed Milwaukee 
power-tool is growing by leaps and bounds. 
It represents today’s outstanding sales-and- 
profits opportunity in portable power tools. 
No other tool can match the time-and- 
money-saving performance of the S-412 
HOLE-SHOOTER in close quarters, or 
provide its 3-speed versatility — suitable 
speeds and power for drilling in wood, 
metal, masonry, concrete, and tile. All con- 
tractors are your prospects — building, 
plumbing, heating, electrical, air-condition- 
ing, insulating, as wellas plant maintenance. 
Write us TODAY 
Get complete details, FREE sales helps... 
and instructions on the many uses of this 
wonder-tool. 


MILWAUKEE ELECTRIC TOOL CORP. 


5364 W. State Street, Milwaukee 8, Wisconsin 
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Moisture Re 















chases 





grading 






stacking your yard 





tion and goodwill 






of Ed Fountain Lumber Company, 








ford, Ore. 

















instruments. 





Moisture Register is the 
ufacturer of electronic mo 
ing instruments with guara 
formance. A wide range 









less. Compact, rugged, 








of experience. 


YOU'LL PROFIT 


5 WAYS with 
gister 





Gecause Moisture 
Register Instruments 


e Protect you on lumber pur- 
e Eliminate complaints and re- 

jects at time of sale 
e Prevent losses from improper 
e Save time in setting up and 


e Increase customer satisfac- 


Model DC2 Moisture Register in use in yard 


Los Angeles. 


DC2 also used in Ed Fountain Mill at Med- 





Testing moisture content of panelling with 
Model RF4 at Morris Furniture Company, Los 
—— manufacturers of high quality furni- 
ure. 


And if you're a building products 
dealer you can cash in on extra prof- 
its from sales of Moisture Register 


only man- 
isture test- 
nteed per- 
of models, 


with prices from $75.00 to $148.50, 
test from zero to 25%. Test 80 wood 
varieties accurately in 3 seconds or 


portable. 


l-year guarantee, backed by 17 years 













and money. No obligation! 





10-DAY FREE TRIAL on any model. 
Prove to your own satisfaction that 
Moisture Register will save you time 


Write to- 


day, outlining your requirements. 












Moisture Register 
especially for the textile, 
and paper industries. 


ELECTRON 
lie 































Write today for complete information on 
instruments 


designed 


leather, wood 


} 1510 West Chestnut St. 


Alhambra, Calif. 





hardware. Series 275 has a heavier 
double track extrusion and an im- 
proved nylon-wheeled hanger, coun- 
tersunk on both sides—permitting 
doors to be mounted in two posi- 
tions in relation to the track thus 
conforming with modern flush pan- 
el design. Kennatrack Series 275 is 
designed especially for lightweight 
34” or 13/16” bypassing cabinet, 
show case or wardrobe doors. Open 
edge screw holes permit doors to 
be removed by simply loosening 
screws. Write Jay G. MeKenna, 
Inc., Dept. AL, Elkhart, Ind. 





Electric Chain Saw 


A midget electric chain saw, 
weighing only 11 pounds, will cut 
timber up to 12” diameter with 
one cut or 24” material with two 
cuts. It can be run from a tree, 
ladder or scaffold with one hand! 
It can also be equipped with an ex- 
tension pole for reaching high up 
for pruning or limbing operations. 
The saw has a sturdy universal mo- 
tor powered by 115 volt AC-DC. 
current or Mall 750 DC. generator. 
There’s also a model with a pneu- 
matic motor for full performance 
at a minimum of 30 C.F.M. at 90 
P.S.I. Write Mall Tool Company, 
Dept. AL, 7733 South Chicago Ave., 
Chicago 19, IIl. 


Redwood Color Preservative 


Said to enhance and retain the 
natural beauty of Redwood, a new 
treatment has just been announced. 
Known by the trade name Liquid 
Raw-Hide Redwood Color-Preserva- 
tive, this new product penetrates 
into the wood. It seals the surface, 
repels the elements and adds a uni- 
form natural color that is prac- 
tically fade-proof, according to the 
manufacturer. Liquid Raw-Hide 
Redwood Color-Preservative is the 
latest addition to Linseed Oil Prod- 
ucts Company’s line of fine Red- 
wood Finishes. The Company points 
out that all of its specialty red- 
wood treatments are manufactured 
by the well-known “Behr Process” 
which is an exclusive process with 
the firm, and all carry the name 
Liquid Raw-Hide. Each is for a 
specific job of protection and beau- 
tification indoors or out. A mildew 





DOOR & WALL 
PANELS 
CORNICES 
CHAIR RAILS 
CLOSET SHELVES 
MANTELS, etc. 


BENDIX 


mouldings & 
ornaments 
in 
traditional & modern designs 


A wide selection of embossed 
and deeply-carved wood 
mouldings available for im- 
mediate delivery. Write for 
illustrated catalog. 


& BENDIX MFG. CO. 


192 Lexington Ave. 


mmm. New York 16, N. Y. Qn 
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100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 


Only SUPER- 

CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 

content that produces 
the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 

tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 

on with no waste. Packaged and 

sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of , 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 











SEALED 





LABELED 
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resistant (Aryl Mercury Naphthe- 
nate) is included. For factual lit- 
erature write Linseed Oil Products 
Company, Dept. AL, 359 Del Monte 
St., Pasadena 3, Calif. 


OPEN MY DOOR-SEE AND HEAR MY 
STORY OF WORKLESS WASHDAYS! 


oe 














| "Talking Laundromat" 


| To help its laundry equipment 

dealers plan an aggressive fall pro- 
motion campaign, a “Talking Laun- 
dromat”, consisting of a Laundro- 
mat shell with film and voice built 
in, is now being made available by 
Westinghouse Electric Appliance 
Division. It is one of four out- 
standing dealer promotions that 
| have been developed for this pro- 
gram. When the prospect opens the 
door of the “Talking Laundromat”, 
the atuomatic machine starts to 
play. In five minutes the prospect 
is acquainted with every phase of 
the Laundromat’s operation. Thir- 
ty-two color pictures appear in the 
Laundromat’s door which serves as 
a screen and in addition, a five- 
hundred word selling story is pre- 
sented. The “Talking Laundromat” 
is designed for use on the dealer’s 
showroom floor, in the window or 
at home shows, fairs and exhibits. 
In addition, it can be used to train 
retail salesmen. Write Westing- 
house Electric Corporation, Appli- 
a Division, Dept. AL, Mansfield, 

10, 


Gas Heater-Salamander 


Carpenters, plumbers, painters, 
paperhangers—in fact, anyone who 


BuitpING Propucts. MERCHANDISER - 


wants a temporary heating plant— 
will find one of these twin heater- 
salamanders and a tank of bottled 
gas a quick answer to his need. 
Equipment in this outfit is com- 
plete, including a gas tank, steel 
standard to hold burners, burners 
and all necessary connections and 
valves. Hoods which help to hold 
the heat are also available. The 
manufacturers can also supply a 
single heater-salamander. A kero- 
sene burner heater complete with 
5-gallon tank is another item in the 
same line. For complete informa- 
tion write the manufacturers, The 
Star Welding and Manufacturing 
Co., Dept. AL, 1056 E. 134th St., 
Cleveland 10, Ohio. 





Supercedar Lining 


Supercedar lining made of aro- 
matic cedar, comes in strip form 
perfectly milled and ready for use. 
It is necessary only to fit the tongue 
and groove together—push up 
tightly and nail in place. The lin- 
ing can be applied to walls, ceiling, 
floor and even inside of door. In- 
stallation is said to be so easy that 
a layman handy with tools can do 
a perfect job. Every package of 
Supercedar Closet Lining is guar- 
anteed to contain 90% or more red- 
heart wood. The lumber from which 
the lining is made is scientifically 
dried to assure retention of 100% 
of the valuable aromatic oils that 





“Discover how wonderfully 


small trifling expenses 
mount up to large sums.” 


—Ben Franklin's Almanac, 1757 


A single per cent saved here and another 
per cent saved there strengthens thy 
working capital for the coming year. 


—Acme Steel Notebook, 1950* 


Improved efficiency . .. greater thrift! For better than 70 years, 
Acme Steel methods and Acme Steel products have been helping 
American business obtain the benefits of these tried-and-true 


business virtues. 


Almost every American industry is represented among Acme 
Steel’s more than 50,000 cus- 
tomers, particularly in departments 
and operations concerned with pack- 
aging, shipping and materials handling. 
For information on Acme Steel prod- 
ucts, write on your business letterhead 
for free booklets on the specific prod- 


ucts in which you are interested. 


ACME STEEL COMPANY 
Dept. AL-110, 2838 Archer Ave., Chicago 8 
There are 46 Acme Steel service offices in 
the principal cities of the U.S. and Canada. 


Bundle with Acme Steelstrap 
Acme Methods give you faster, 
safer handling. Two men with a 
fork truck pnload 1000 board feet 
of crating lumber in 4 minutes. 
cut handling costs 65% ! 


*The sagest maxims of Ben Franklin, together with modern parallels, appear 
in Acme Steel Notebook, 1950. We have a free copy for you. Just ask for it. 


ACME STEELSTRAP flat steel strapping and ACME UNIT- 
LOAD carload bracing BAND, SEALS and TOOLS @ ACME 
SILVERSTITCHER machines @ ACME SILVERSTITCH stitch- 
ing wire @ ACME-MORRISON METAL STITCHERS and 
BOOK STITCHERS @ ACME-CHAMPION BAG STITCHERS 
@ ACME HOT AND COLD ROLLED STRIP STEEL @ ACME 


Of the 3808 Acme Steel employ- 
ees 337 or 8.8% have worked 
with Acme for more than 25 
years each and are members of 
our Quarter Century Club. Their 
total service represents 9305 
years—tribute to “A Good 
Place to Work.” 


GALVA-BOND steel slat stock for Venetian blinds @ 
ACME: STEEL SPECIALTIES, including hoops, corrugated ~ 
fasteners, nail-on strepping and other container rein- 
forcements @ ACME STEEL ACCESSORIES—snips, cutters, 


punches, tool mounts, reel stands, coil holders, coil trays. 





deal effectively with the destructive 
moth. Accessories that add to the 
beauty and convenience of a closet 
give off additional aroma too. Shelv- 
ing in all aromatic cedar, finished 
to 13/16” thickness, is available in 
several widths. For copy of de- 
scriptive consumer folder write 
Geo. C. Brown & Company, Dept. 
AL, Greensboro, N. C. 
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Window and Door Trim 


Ten Point Trim, a modern (pat. 
pending) window and door trim, is 
illustrated in a special folder. How 
it fits is shown above; it snaps in. 
The manufacturer lists 10 advan- 
tages for this trim: modern and 
streamlined, easily cleaned, no put- 
tying or sanding, simple installa- 
tion, economical, no plaster grounds 
required, no special tools required, 
no shrinkage, speeds completion of 
home, spring action resists damage. 
For copy of folder write Climax 
Machinery Company, Dept. AL, 301 
S. La Salle St., Indianapolis, Ind. 


Unit-Load Band Dispenser 
Stationary and portable models 
of a new dispenser for Unit-Load 
Band are now being marketed by 
Acme Steel Company. Both models 
hold and cut to length one or two 


102 





coils of Unit-Load Band, used to 
reinforce shipping containers, and 
brace carload shipments. Dispenser 
speeds up applications of cut-to- 
length strapping. Bands are cut in 
a single, low-effort downstroke of 
the 30” hand lever. Problem of 
over-running band is minimized by 
V-belt controlled feed. Efficient 
shear mechanism features tool steel 
blades, easily accessible for service 
or replacement. Any two coil com- 
bination of 34”, 1144” or 2” band 
in all thicknesses can be handled by 
the dispenser. Outer bars adjust 
to band width, while center separa- 
tor bar and slide plates are station- 
ary. Optional pair of separators to 
accommodate *.” band are obtain- 
able at an extra charge. Write 
Acme Steel Company, Dept. AL-110, 
2838 Archer Ave., Chicago 8, Il. 


Latch-type Door Hardware 


New latch-type hardware (left) 
for entrance doors is intended for 
doors such as pictured, to be in- 
stalled in apartment buildings, 
stores, filling stations or anywhere 
where light is needed. Previously, 
this door has been available only 
with push and pull cylinder lock. 
The glass-paneled Fenestra steel 
door has proved highly satisfactory 
where a large glass area is desir- 
able. The door may be hinged right 
or left, to swing in or out, and may 
be used as a single or double door. 
The door has been put to a wide 
variety of uses, with installations 
including gasoline service stations, 
athletic stadia and super markets. 
Fenestra hollow metal doors with 
the new latch-type door hardware 
are shipped in complete units in- 
cluding doors, frames and hard- 
ware. They are easily installed, op- 
erate easily, are fire-safe and quiet, 
and offer low upkeep with a mini- 
mum of servicing. Standardized 
types and sizes permit economical 
production and low selling prices, 
according to the manufacturer. 
Write Detroit Steel Products Com- 
pany, Dept. AL-10, 2269 E. Grand 
Blvd., Detroit 11, Mich. 





Cupboard Door Cutter Set 


This new cutter set has found § 


wide acceptance in making a lap 


joint molding for use in kitchen 
It consists of two cut- 


cupboards. 
ters, 4’ or 5” diameter, one cutter 


making the rounding cut and the 
It is possible f 
with this cutter set, to make a com- — 
plete cupboard door cut in a single — 
pass through the shaper, thus elim- f 
inating the-necessity of making 
the cut in two operations. The — 
tungsten-carbide-tipped teeth in the FF 
cutter set permit long use between & 


other the lap cut. 


sharpenings. This is the answer 
for making the cut successfully in 
plywood which is the material most 
often used in cupboard doors. For 
copy of illustrated folder including 
the new cutter set, write Huther 
Brothers Saw Manufacturing Com- 


pany, Inc., Dept. AL, 1290 Uni- 


versity Ave., Rochester 7, N.Y. 


Electric Safety Saw 


The W65 Stanley Electric Safety 
Saw is a new lightweight 6” saw 
said to combine high speed and 
dependability on all types of jobs. 
The new W65 with a Universal 
type, DC or AC motor, 60 cycles o! 
less, 5600 RPM, features perfect 
balance in any position; a “Mullti- 
Grip” Handle—stippled for sure 
grip; a momentary contact switch, 
and an automatic telescoping safety 
guard with manual control—easily 
operated without danger to the 
operator. A round arbor allows the 
use of any standard blade. The 
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INLAND RED CEDAR 
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Only $39. 50 F.0.B. Oshkosh 


SAVES ENERGY 
SAVES MONEY 










Here's the fastest method to 
unload your lumber cars. The 
roller is adjustable to any posi- 
tion and can be moved anywhere 
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A Wal-lite inventory can be 
worth more to you than money 
in the bank—because it will 
earn more profit. Wal-lite is 
essentially a remodeling and 
modernizing material of great- 
est importance during periods 
of widespread conversion. 
With more conversion at hand 
many of your customers will 
convert their single dwelling 
unit to multiple use. Extra 
baths and kitchens will need 
Wal-lite. Be ready. Have | 
ample stocks of Wal-lite on | 
hand at all times. You'll be | | 
glad you did. 





















DON’T WAIT—CONTACT 
' YOUR JOBBER TODAY. 





MLE 








Manufacturing Company. 
» 10th & Fayette, N. Kansas City, Mo. y 








saw bevels at any angle up to 45 
degrees to a 1%” depth. .Cuts up to 
two inches deep at 90 degrees. Saw 
housing of die cast polished alumi- 
num, with steel base that will not 
warp; helical gears, with full ball 
and roller bearings throughout. The 
new W65 Safety Saw is equipped 
with a combination rip and cross 
cut blade, wrenches, and lubricant, 
and comes packed in a metal carry- 
ing case. Additional accessories are 
available. Write Stanley Electric 


Tools, Dept. AL, New Britain, Conn. 


Molding, Shaping Cutter Heads 


Toolkraft Corporation announces 
the addition to the Darra-James 
power tool line of two molding and 
shaping cutter heads for use on 
circular saws having 14, 5% and 34 
inch arbors. Made of Meehanite 
heat-treated steel, counterbored on 
the right-hand side, each head is 
supplied with 3 high-speed knives 
and an Allen wrench. For further 
information write Toolkraft Cor- 
— Dept. AL, Springfield 1, 
Mass. 








Portable Bench Grinder 


A new compact, streamlined, 
portable bench grinder, ideal for 
grinding and sharpening jobs 
around farms, homes, shops, ga- 
rages, and institutions, has just 
been announced by Portable Elec- 
tric Tools, Inc. Known as the Model 
400 Hi-Power Bench Grinder, this 
new grinder incorporates many spe- 
cial features such as: powerful, 
fan-cooled, 110-120 volt, single- 
phase, 60-cycle, 3500 rpm. motor 
with precision, dynamically bal- 
anced rotor for smoothest running; 
two fully adjustable tool rests; con- 
venient on-off toggle switch built 
into front of motor housing; 


_of utensils which are used every 
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streamlined, lightweight, die-cas 
motor housing with integrally cas 
wheel guards, and base with no. 
creep rubber feet. The grinder j; 
supplied as standard with two bal. 
anced, vitrified grinding wheels, 4’ 
dia. by %%” face (one fine and one 
coarse) and a 6-foot, rubber-coy. 
ered cord and plug. It is also avail- 
able as a package with adaptor and 
drill chuck, buffing wheels, sanding 
discs and polishing bonnet and wire 
wheel brush for buffing, drilling, 
polishing, sanding, and brushing J 
Write Portable Electric Tools, Ine., 
Dept. AL, 335 West 83rd St., Chi- 
eago 20, Ill. 
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Bel-wood Kitchens 


Bel-wood Kitchens are custom- 
built to the customer’s selection of 
natural woods: oak, mahogany, 
knotty pine, walnut or birch. All 
kitchens are equipped. Sliding doors 
used in both wall and base units, 
are suspended from the top. They 
glide on ball bearings at the touch 
of a finger, avoid bumping hazards, 
and conserve space. Sliding com- 
partments provide orderly storage 


day, also house planned containers 
for fruits and vegetables. Adjust- 
able shelves permit maximum util- 
ization of space; continuous coun- 
ter tops of durable plastics facili- 
tate cleaning. Bel-wood kitchen 
units are so flexible that cabinet in- 
stallations need not entirely follow 
existing wall lines. Plans may call 
for a few basic units or the ulti- 
mate in luxurious completeness. 
Whatever they are, the dealer works 
out with the customer the most 
efficient and economical arrange- 
ment of the units of the customer’s 
choice and Bel-wood creates that 
kitchen. A very attractive consum- ' 
er brochure is available for dealers, 
also a_ portfolio for architects 
which includes scaled drawings 
showing the sizes of various units. 
For copies of illustrated literature 
write Bel-Wood Manufacturing Co., 
Dept. AL, Ackerman, Miss. 
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HARDWARE 


The NEW 600 Line 


e Mounts in standard door 
frame! 


e Requires only 1” head 
room! 


e Provides vertical adjust- 
ment! 


The most outstanding 
achievement in sliding doors 
today! Now anyone can easily 
and quickly install a sliding 
door. Mounts in standard 
door frame. Requires only 1” 
head room! Made for 9" and 
1%" doors ... also for light 
cabinet doors. 


NEW STERLING 
GUIDE STRIPS 


Eliminate difficult and costly 
door grooving with new 
Sterling Guide Strips! Made 
for doors of all widths. Quick 
and easy to install. 

Here is the quick, easy way 
to install by-passing doors. 
No special millwork .. . no 
notching or grooving ... no 
troublesome hanging. 


C7 aan 


5 
No. 840 


No. 845 No. 850 No. 860 
HANGER HANGER HANGER HANGER 
For side mount- For top mount- For top mount- ideal for pocket 
ing. Not ad- ing. Not ad- ing. Fully ad- doors. 
jystable. justable. justable. 


® For pocket doors. 
®@ For by-parting doors. 


@ For single sliding doors. 
® For extra heavy doors. 


STERLING has the most complete line 
of interior sliding door hardware on the 
market. Hangers for light cabinet doors, 
— FOR for all types of wardrobe, closet and 
on pocket doors and heavy duty hangers for 
bs | CABINET extra heavy doors. Latches, Flush Pulls, 
mJ Edge Pulls and all other accessories. 
igs DOORS WRITE TODAY FOR YOUR ILLUS- 
TRATED CATALOG, 


fY HANGER 


Sterling Hardware Manufacturing Co. 


2345 Nelson Street, Chicago 18, Illinois 
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earns a 
premium price 
in our locality” 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 







“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

“Texoak quality is uniformly high’ 
‘Texoak LAYS straight, STAYS straight’ 

“Our yard gets prompt service from Texoak 
Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful. 
lasting flooring that earns a premium price in our 
locality!” 


TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
machined, because it lays 
straight, and stays straight. 


TEXOAK STAIR TREADS 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 
Customers will like the rich 
texture of the wood. 


TEXOAK THRESHOLDS 


Scientifically kiln dried and 
machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
fications as Texoak flooring. 


NEW FREE KIT 


TO LUMBER 
DEALERS, ONLY 


Called the Texoak Flooring Sales 
Maker, this kit contains enough new 
ideas in flooring merchandising to 
DOUBLE your flooring sales — if you 
put the ideas to work. It’s a complete 
dealer advertising program custom- 
made to help you boost flooring 
profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! , 



























® £/OORING COMPANY 


CROCKETT, TEXAS 


Rush me your new. TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber deale#. 






s 


NAME 








ADDRESS . 
CITY. zone___state__-#_j 
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Cast Aluminum Windows 

The Maco Corporation is in- 
troducing a line of cast aluminum 
casement windows for residential 
buildings. Cast as a single unit 
in a new type of permanent mold 
equipment specially developed by 
The Maco Corporation, rails, mun- 
tins and mounting flanges in each 
window section are formed as one 
integral assembly, without joints or 
welds of any kind. This results in 
a hoticeable increase in strength 
and rigidity of the window frames, 
according to the manufacturer. It 
is also pointed out that strength 
and durability are further increased 
by holding all frame members to a 
thickness of approximately 5/32 


OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
vV' (i DOW WAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 


MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 














WE SPECIALIZE IN BASS. 


PONDERO 
pte OTHER NORTHERN 
WwooDs AVAILABLE, 































inches. Another advantage of the 
new process is that it permits a 
slight radius at the corners of all 
glass areas. This not only gives the 
windows a distinctive look, but ends 
one of the housewife’s biggest 
house-cleaning headaches. All parts 
of the Maco window not made of 
aluminum are formed of stainless 
steel. Maco windows are designed 
for easy installation in any type of 
residential construction, and are 
equally well suited to all types of 
architecture. For illustrated folder 
write The Maco Corporation, Dept. 
AL, Huntington, Ind. 






























































































Decorative Chair-rails 


Bendix Manufacturing Company 
announces a complete new line of 
decorative chair-rails, crown mold- 
ings, wainscot moldings, door mold- 
ings, and cabinet trims in a variety 
of attractive, non-warping woods. 
Some of the designs available, im- 
ported only recently, include carved 
moldings not seen or exhibited in 
the United States before. Moldings 
for cornices, baseboards, door and 


- window paneling and closet shelv- 


ing as well as all types of overlay 
moldings for cabinet work, lattice- 
work can be ordered either from 
the stock catalog or to individual 
design and measurement (in lots 
of over 1000 feet). A catalog is 
available on request and samples, if 
desired, will be provided. Write 
Bendix Manufacturing Company, 
Dept. AL, 192 Lexington Ave., New 
York 16, N.Y. 


New Size Window Control 


a long-life. stainless steel window 
control spring, is now available in a 
1” width for 114” window sash. No 
tools, nails or screws are needed 


slips in between the sash and jamb, 
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Terne Roofs 


Beautiful, lasting roofs of Fol- 
lansbee Terne Metal, titles an at- 
tractive brochure which tells the 
story of terne roofs for today’s 
homes. Three historic homes with 
terne metal roofs are also de- 
scribed. Terne is approximately 20 
percent tin; the remaining 80 per- 
cent is lead. Terne roofs are re- 
portedly fireproof, easy to apply, 
readily painted in any color, inex- 
pensive, and light enough to elimi- 
nate special load-bearing sub-struc- 
ture. Design possibilities are al- 
most endless. Height and spacing 
of standing seams, and height, 
width and spacing of battens in 
ribbed roofs may be varied, and 
standing seams and battens may be 
combined in numerous ways, thus 
permitting a variety of patterns 
limited only by the imagination of 
the architect. There are three basic 
types of terne roofs, the difference 
being in the way in which the 
strips are joined together. For 
copy of this descriptive brochure 
write Follansbee Steel Corporation, 
Dept. AL, Pittsburgh 30, Pa. 
















































The Ideal Quiki Window Control, 


. the Quiki Window Control just 








THIS COMPLETE 


SALES PROMOTION PLAN 
MAKES MONEY FOR YOU! 

























ic Here’s a plan to help you earn good profits 
ce selling Wolmanized Pressure-Treated Lumber. 
1e You receive all the facts you need plus sales 


promotional, advertising and display material 
to help make your efforts pay off quickly. 

There’s:a wide open opportunity here for 
you to obtain new business. You can readily 
sell clean, longer-lasting Wolmanized Pressure- 
Treated Lumber wherever the threat of decay 
or termites exists—in home construction, to 
industries, for heavy construction projects and 
for scores of farm applications. 


Get started now. Write for 
free folder describing the 
complete Wolmanized* 


Lumber Merchandising Plan. 


*Reg. U.S. Pat, Off. 





AMERICAN LUMBER & TREATING COMPANY 


1670 McCormick Building ©@ Chicago 4, Illinois 
aay) Branch Offices in Boston, New York, Baltimore, Jacksonville, Fla., 
NZ Little Rock, Ark,, Los Angeles, San Francisco, and Portland, Ore. 





Profit 
with.... 


a i ce ee i | 


WOLLMAN 
PSS LUMABER 
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“THE HINGE THAT A¥écleo ITSELF” 
WILL Soa YOU THE WAY— 














Every year more and more architects, contractors, 
and builders are using an increasing number of 
soss Invisible HINGES. The time has come 
when no builder’s hardware line is complete 
without an ample stock of them. There is no 
substitute for the SOSS HINGE. It is the only 
hinge that is mortised in the door where it’s com- 
pletely hidden from view. This unique feature 
assures the smooth, flush, streamlined interiors 
that are so very necessary to really modern 
architecture. SOSS HINGES are nationally adver- 
tised in leading publications. The addition of 
SOSS HINGES, to your line, will definitely help 
increase your profit picture. Stock them—display 
them—and they’ll sell themselves. 


A mortising template is included with every 
pair of SOSS HINGES. This template assures 
fast, easy and simple installation. 


Write for FREE CATALOGUE that gives com- 


plete details and prices. 


IN VISIBLE 
HINGES 








“THE HINGE THAT HIDES ITSELF” 
ATTACH COUPON TO LETTERHEAD AND MAIL 


SOSS MANUFACTURING COMPANY 
21783 Hoover Road e Detroit 13, Michigan 


Please send me FREE CATALOGUE with complete details and prices. 





NAME 
STREET. 
CITY STATE = 







































Free to Dealers... 
Two New Planning 
and Idea Books 


‘Sales Features for Electrical Living 
Homes” shows the “most wanted” 
Sales Features in homes...features that 
have proved their appeal to home- 
owners. Has 32 pages of illustrations, 
diagrams ...on kitchens, laundries, 
electric bathrooms, and smart light- 
ing ideas for every room in the house. 
Also gives simplified data to help in 
planning an adequate wiring system. 

With each Sales Feature, you'll find 
a brief summary of Selling Points to 
help you and your builders turn 
prospects into buyers. 

‘‘Design Details for Electrical Living 
Homes” fills a real need for construc- 
tion details on valance, cornice, cove, 
soffit, pinhole spot, under-cabinet 
and other unusual lighting effects. 
Kitchen and laundry plans, with com- 
plete dimensions are also shown. 

Photographs of actual installations 
illustrate the planning ideas, and con- 
struction details show exactly how to 
build them. 

To get these books, send coupon 
below to Better Homes Bureau, 
Westinghouse Electric Corporation, 

Dept. AL-il, Box 868, Pittsburgh 
30, Pennsylvania. G-10113B 


you can 6€ SURE.. i its 


Westinghouse 


Better Homes Bureau 

Westinghouse Electric Corporation 

Dept. AL-11, P. O. Box 868 

Pittsburgh 30, Pa. 

Please send me a copy of your new books, 
Sales Features for Electrical Living Homes, 
B-4691; and Design Details for. Electrical 
Living Homes, B-4671. 








and imbedded prongs hold it there 
permanently. The window does not 
have to be removed. Quiki Window 
Controls are ideal for replacing 
broken sash cords or to cut the cost 
on new installations. Only one 
Quiki Window Control is needed for 
each window section. Two are 
mounted on an instruction card. 
Write Ideal Brass Works, Inc., 
Dept. AL, 250 E. 5th St., St. Paul 
1, Minn. 















































Clothesline Brackets 


Hang-Zit patented indoor or 
outdoor clothesline brackets adjust 
to any height or length. They are 
easy to install and have self-locking 
line tightener. Lines may be re- 
moved without rethreading. <A 
descriptive folder giving instruc- 
tions for installing the indoor 
brackets, shows basement installa- 
tions on crosswise and lengthwise 


joists; mounted in plastered ceil- 


ings and mounted on concrete joists. 
Hang-Zit’s all steel brackets are 
fully guaranteed against faulty 
workmanship, defective or missing 
parts. 

More than 260 indoor Hang-Zit 
brackets have been installed in the 
“Village Green,” a 379 family 
rental project with 52 plural home 
buildings. For complete literature 
write The Hang-Zit Company, Dept. 
— Walnut St., Kansas City 
8, Mo. 


Additions to Alumatic Line 


Among new additions to the 
Alumatic line are “Kaysto” com- 
bination storm sash and screen for 
all types of casement windows, and 
“Tri-Matic” triple slide combina- 
tion windows. Kaysto combinations 
are custom-fitted to both in-swing- 
ing and out-swinging casement and 
“french” type windows, and may 
be used if the present casement is 
Both storm 


sections slide  hori- 


zontally on the Kaysto combina- 





a 
ee sins ene ceili ak either wood or metal. 
scat State__ and screen 

tO8 


omen meme 
























SASH 
ADJUSTER 


Open Storm Windows 
with One Hand 
to Any Desired Degree 


Holds sash firmly in strong winds, 
either open or closed .. . locks se- 
curely . .. remains silent for its 
lifetime. Strong angle formed arms 
are of zinc plated steel, bakelite 
washers. Includes right and left 
arm pull and screws. Approximate 
retail 65c per set. 





Display Models for Dealers 
Ask your Jobber 


sii ea 
BRASS WORKS, INC. TH STREET 
ST. PAUL 1, MINNESOTA 




















CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


— For cracks, holes, and crevices in wood, 


plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 


Packed. in 1, 5 Ib...cartons; also 25, 50, and. 
100 Ib. drums. Re 

Try it yourself. Find out why easier, faster. re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘Product of Merit'’’ by Consumers. 








CONSUMERS GLUE CO. 


ST. LOUIS 6, MO 


I5IS N. HADLEY ST 





November. 4,190.50, AMERICAN |, UMBERMAN: ¢ 











tion. 
outsii 
Tri-\ 
wind 
and 

down 
the s 
for | 
Like 
comk 
struc 
num 
scret 
strip 
fact 
now 
alu 
that 
pore 
or ¢ 
wint 
alun 
avai 
Cor} 
2081] 











ds, 
se- 
its 
ms 
ite 
eft 
ate 


lers 





~... 


tion. The movable screen allows 
outside access at any time. In the 
Tri-Matic triple slide combination 
windows—combination storm sash 
and screen—both slide up and 
down, the sash for ventilation and 
the screen to provide outside access 
for housecleaning and other tasks. 
Like the Kaysto and Alumatic 
combinations, Tri-Matics are con- 
structed of strong extruded alumi- 
num sections and Alclad aluminum 
screen cloth, have built-in weather- 
stripping, and are custom-fitted by 
factory-trained men. Alumatic is 
now also in production on an all- 
aluminum screened porch enclosure 
that may be used with existing 
porches, or may be added to new 
or old homes. In addition to the 
window units, a matching all- 
aluminum combination door is 
available. Write The Alumatic 
Corporation of America, Dept. AL, 
2081 S. 56th St., Milwaukee, Wis. 











Washroom Mirror 

A new washroom mirror has 
been developed’ by Conroy-Prugh 
Glass Company, to meet require- 
ments for safety and durability in 
public institutions, hotels, restau- 
rants, industrial plants and multi- 
ple dwelling units. The new mirror, 
Type 5000-H, is. made of special 
shatter-resistant glass as a precau- 
tion against damage and personal 
injury. This safety glass with- 
stands a shock four to five times 
greater than ordinary plate glass 
and, when broken, disintegrates 


into harmless granules rather than: 


large dangerous slivers. Another 
feature of the Conroy Prugh 5000-H 
mirror is an invisible theft-proof 
hanger by which it is fastened to 
the wall. This exclusive locking de- 
vice makes it impossible for any 
unauthorized person to remove the 
mirror intact once it has been in- 
stalled. Write Conroy-Prugh Glass 
Company, Dept. AL-B1, 1430 West- 
ern Ave., Pittsburgh 12, Pa. 
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1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


173: 
TRIGGER FAST! 


**L3°* Model loads 84 flat wire 
Markwell Staples sizes **L3A"’ a 
(4%” leg), “*L3B" (5/16” leg) and | 
“L3D" (9/16” leg). 


“LA” Model loads 157 round wire 
Markwell Staples sizes “L4A” 

(4"" leg). “L4C” (34” leg) and \ 
**LAD” (14” leg). 


Other Markwell Products .. . 
MITRE CUTTERS, ’ 
SCREEN WIRE STRETCHERS, 
SASH BAR TACKERS, 
MOULDING TACKERS. 


ORDER NOW FOR IMMEDIATE DELIVERY 


Approved by Insulation Board. 
Manufacturers in applying Ceiling 
Tile and Panels. The Markwell: . 
“L3D” (9/16” leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
“L3D” Staple in putting 
up Backer Boards. 


MORBVWSLL 


Manufacturing Co., Inc. Industrial Products Division 








Catalogue on request 


200 Hudson St?, New York 13 
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New Master Catalog 


Block & Company, Chicago sta- 
tioners, announce publication of a 
new 292-page master catalog. 
While primarily intended as a 
shopping guide, it is also a refer- 
ence book that purchasing agents, 
shop,. and office management will 
find valuable as a guide for avail- 
able materials and equipment. For 
copy of catalog write request on 
your business stationery to Block 
& Company, Dept. AL, 216 S. 
Wabash Ave., Chicago 4, IIl. 


SEND FOR THESE: 


A new condensed catalog containing 
basic specifications of its entire line 
of materials handling equipment is an- 
nounced by the Industrial Truck Divi- 
sion of Clark Equipment Company. 
Models listed include fork-lift trucks, 
both gas-powered and electrics, or 
solid tires and pneumatic tires; indus- 
trial towing tractors; tructractor mod- 
els for handling bulk materials; and 
the complete line of 20 special! attach- 
ments designed for particular needs. 
Fork truck specifications cover capac- 
ity, turning radius, load center, mini- 
mum intersecting aisle, truck dimen- 
sions, fork length, upright heights 
(low to high), fork lift heights (low 
to high) and service weight. Tractor 
specifications include drawbar pull, 


' eonveyors, 


capacity in tons, turning radius, over- 
all dimensions, tire sizes and weight. 
Tructractor specifications give ca- 
pacities in cubic feet and pounds, turn- 
ing radius, overall dimensions, body 
dimensions and weight. Many special 
attachments are also listed. For a 
copy of this catalog, write Clark 
Equipment Company, Industrial Truck 
Division, Dept. AL, Battle Creek, Mich. 


“Exciting Adaptions” is the name 
of a new 12-page booklet showing un- 
usual and business and professional 
uses for Youngstown Kitchens steel 
equipment. It also has a section illus- 
trating how kitchen trouble spots, such 
as obstructions, recesses and crowded 
corners, can be conquered. The un- 
usual uses include adaptation as 
breakfast and snack bars, serving 
counters, wall writing table, work 
desk, dressing table and breakfast 
nook wall. Write Mullins Manufac- 
turing Corporation, Dept. AL, War- 
ren, Ohio. 


All-metal scaffolding is built up of 
standard steel pipe and patented fit- 
tings. A descriptive bulletin explains 
how the Amidon Three-Way Fitting, 
Two-Way Fitting and Sleeve are used 
to assemble pipe into fixed or rolling 
scaffolds of any height, size and shape 
required to fit the job. Typical figures 
are given on load capacity, storage 
space and speed of erection; and 
other features of convenience and 
economy are described in detail. The 
bulletin also shows Amidon scaffolds 
in use on construction and mainte- 
nance jobs of many kinds. For copies 
write Amidon Sales Company, Dept. 
AL, Box 61, Elyria, Ohio. 


Rapistan Material Flow equipment 
is described and illustrated in a new 
24-page catalog containing applica- 
tion tips, construction features, and 
specification charts useful for refer- 
ence in solving material handling 
problems. Gravity conveyors, powered 
and hand and platform 
trucks are treated in separate sec- 
tions for convenient selection. Both 
wheel and roller-type gravity con- 
veyors, in steel and _ lightweight 
aluminum, are shown. Rapid-Wheel 
models are manufactured in a variety 
of wheel spacings and frame widths 
to handle many types of packaged 
merchandise. Rapid- Roller gravity 
conveyor may be had in widths and 
roller spacings to fit almost every 


handling need. Accessories include 
fixed and portable stands, hinged see- 
tions, channel or tubular guard rails. 
and several kinds of case stops. Write 
The Rapids-Standard Company, Inc, 
Dept. AL, 237 Rapistan Bldg., Grand 
Rapids, Mich. 


The third edition of the Fiberglas 
Bibliography, a volume of annotated 
references to selected articles which 
have appeared in the nation’s press, 
has been announced by Owens. 
Corning Fiberglas Corporation. Cop- 
ies of the bibliography are being 
sent to more than 400 libraries in 
major cities, colleges and universities, 
and to several listing and library 
services. The bibliography is avail- 
able without charge to engineers, 
technologists, research investigators, 
and college and university students on 
request to the Public Relations Di- 
rector, Owens-Corning Fiberglas Cor- 
poration, Dept. 64-G-2, Toledo 1, Ohio. 


The Whitjax dealer price list con- 
sists of 40 pages of illustrated list- 
ings. All types of doors, windows, 
frames and sash are included. Also 
featured are stair material, cabinet 
work, moldings, cabinet hardware, 
bathroom cabinets, bathroom acces- 
sories and numerous miscellaneous 
items. For copies write The Whit- 
mer-Jackson Co., Dept. AL, 1996 West 
Third St., Cleveland 13, Ohio. 


Basic engineering principles for 
most effective use of extruded alumi- 
num shapes are well explained and 
illustrated in the 1950 edition of the 
138-page book, “Designing with 
Aluminum Extrusions.” The _ books 
are available without charge to en- 
gineers, architects, designers, and 
others requesting them on company 
letterhead. The new book breaks 
down the advantages of the extrusion 
process into eight principles of de- 
sign. Then each of these is_ illus- 
trated and explained in detail by 
use of diagrams, charts and pictures 
of actual parts. The section on ex- 
amples of effective extrusion design 
contains more than 140 illustrations 
showing details of specific applica- 
tions. This section alone contains a 
wealth of material to “trigger” the 
designer’s imagination. Write Rey- 
nolds Metals Company, Dept. AL, 
2500 South Third St., Louisville 1, 
Ky. 
























wouldn't you rather sell THE wall tile 
that’s guaranteed and bonded? 


STEEL WALL TILE 


is the only tile guaranteed and bonded! 


(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
| OHIO CAN & CROWN CO., MASSILLON, OHIO 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 
in Cartons 


(or reqular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 























Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
t-m™ MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 


} FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers 

















BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 


BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


Send TODAY for 


ATTRACTIVE 
DEALER DISCOUNTS FREE 
Goldblatt sells direct ILLUSTRATED 

CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


fore able to offer 
especially attractive 


dealer discounts. 
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Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 











NAMES IN THE NEWS 





NEW PLAN‘T and headquarters 





for Moisture Register Company, Alhambra, Calif. 


Moisture Register Company in New Quarters 


Moisture Register Company of Al- 
hambra, manufacturer of electronic 
instruments for testing moisture con- 
tent, is now established in new and 
larger quarters at 1510 West Chest- 
nut St., Alhambra, Calif., according 
to announcement by John R. Barnes, 
vice-president. 

The move was necessitated because 
of increased production which re- 
quired larger quarters. Addition of 
new instruments to the Moisture Reg- 
ister line also required additional 
manufacturing and assembly facili- 
ties. The servicing department has 


been greatly expanded, Mr. Barnes 
said, which will enable it to give 
faster servicing of instruments now 
in use. 

Moisture Register Company manu- 
factures moisture testing instruments 
specially developed for the wood, tex- 
tile, leather and paper industries. 


Hawkeye Owned by 


Barry Family 

The Hawkeye Lumber & Mill Co., 
founded 50 years ago in Cedar Rap- 
ids, Ia. by John Barry and William 





McClintock, recently became the sole 
property of Mr. and Mrs. Owen T, 
Barry and their sons. John Barry, at 
one time, was editor of the North- 
western Lumberman which is now 
the American Lumberman and Build- 
ing Products Merchandiser. His son 
Owen, has been active in the Hawk- 
eye Lumber firm since 1910 and has 
served as its president since 1919. 


H. Ed Moore Feted by Dealers 
in Champaign Territory 


Dealers in the Johns-Manville ter- 
ritory of Champaign, IIl., recently 
formed a committee to honor H. Ed 
Moore’s retirement from a sales post 
with that company after completing 
38 years of service. On the date of 
September 28, which marked Mr. 
Moore’s 65th birthday, the dealer- 
group gave a testimonial banquet at 
the Urbana Country Club in Urbana, 
Ill. There were 137 people in attend- 
ance. 

The guest of honor was presented 
with a beautifywl leather portfolio to 
be used for the letters he had received 
from his friends as well as pictures 
of the dinner, and other festivities. 

The chief speaker on the program 
was H. R. Berlin, New York City, 
vice-president and general manager 
of the Johns-Manville building prod- 
ucts division. C. A. Thompson, Cham- 
paign, Ill. lumber dealer, was toast- 
master. Dealers who served on the 
banquet committee were Perry Graves 
of Robinson, Raymond Hunter of Og- 
den, S. L. Martin of Watseka, and 
D. J. Mitchell of Lincoln. 





SELL SOL-O-LITE 


WINDOW 
MATERIALS 





PLASTIC STORM DOOR AND WINDOW COVERINGS—Comes 
You get 36” x 72” sheet of clear 
All you need is hammer and | 


complete, ready to install. 
plastic with framing strips. 
scissors. Non-inflammable. 


SOL-O-LITE—Extra Heavy—Wax Cloth—Retail Price 48c per sq. yd. 
GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 40c per sq. yd. 
NU-V-GLASS—Transparent—Laminated—Retail Price 60c per sq: yd. 
GLAZ-SCREEN—10 Mesh—Bright Galvanized Wire—Plastic Coated— 


Retail Pricegl3c per sq. ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Wire—Plastic Coated—Retail Price 


l6c per sq. ft. 


GLAZ-SCREEN—Large Mesh—Bright Galvanized Wire Mesh—Plastic tight, 
Coated—Retail Price $1.00 per sq. yd. 





TE 


PIONEERS OF 26 YEARS PRODUCING WINDOW MATERIAL | 


Cleans with damp cloth. $1.00 
Per Window, Kit Complete, Ready to Install. 


Manufacturing Co. 


4301 W. North Avenue 
Chicago 39, Illinois 
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permanent moisture seal. 
standard, heavy standard or ¥” coverings. 
for .030 to 1/16” plastic laminates. 
profitable, proven frames. 





eee 


CHROMEDGE ror 


EG. U, S. PAT. OFF, 


(er Veol sink wood 


A favorite of builders and mechanics! No exact seelliian 
cutting or fitting. Just “tap and roll” upright lip of frame 
tightly over edge of covering. Covering locks in lip with 
B & T’s famous “fish-hook grip”. Waterproofing traps assure 


735-TXB accepts light 
Also 735-TXD 
Sell these popular, 
See your Chromedge distributor! 


Typical of 
VCC Itne Mm CHROMEDGE 
Columbus 16, Ohio Metal Trims for 
p Every Need — 
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Shevlin-McCloud | 


Lumber Co. 


——- 
ae 


Distributors of 


SHEVLIN PUNE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 


Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 


THE SHEVLIN-HIXON COMPANY 


Bend, Ore. 
Western > EXECUTIVE OFFICE 
Peaderese Place Woodwork 900 First Nat’l-Soo Line Bidg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 








District Sales Offices 


San Francisco 5 New York 17 Chicago 1 

















OAK + BEECH 
ASH + PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 23761 
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SLURS Copy ter:© THE LOWEST PRICED 
PLANER 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
the perfect answer! It will handle everything within its 20" x8" 
capacity with speed and accuracy. It has a heavy cast iron base, 
sectional infeed-roll, sectional 
chipbreaker, 4 driven rolls, built-in 
knife grinding-jointing attachment, 
fully enclosed motors and many 
other desirable features. Available 
in various feed rates. Write for 
details, 





















The BUSS line 


contains the ideal 
planer for every pro- 
duction set-up — 
single and double 
cabinet surfacers in 
various capacities and 
the No. 55 Double 
surface Roughing 
Planer. Bulletins on 
request. 


PLANER 
SPECIALISTS 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, 


END THE CATALOG MESS! 


Preah" | gt EVER READY 

















i at Ever Ready Catalog Holders 
loose e keep catalog data at correct 
holders reading angle with both 

catalog hands free. They can be used 
on sales counters, buyer’s 

desks and in warehouses for 

quick reference. Dozens of 

e other uses. 








No. 12 completely filled with 
ten additional sections. 















No. 12 
Customer's Side 
Save Time e Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a Waiting customer and find it 





BA i. KE was iike looking for “a needle in a hay- 
, XY Win <oen e stack?” Most likely you were able to find 
it easily — at a later date — when you 


were hunting for another catalog. Ever 
Ready Catalog Holders keep every catalog 
sheet instantly available and in place, Each 
section holds one inch of punched sheets 
. . keeps them in place . . . makes them in- 
stantly removable without disturbing the 
balance. ONLY $5.65 Starts You Off — 
Order Additional Sections As You Need 
Them! 


No. 12 — Clerk’s Side 


ORDER TODAY! 








Geneva Mfg. Co.,415 Stevens St., Geneva, Ill. 1 
Gentlemen: Please ship me: 1 
Bi No. 12 EVER READY Holder. 15 in. wide, : 
12'/2 in, deep, 51/2 in. tilt. Sturdy steel, darks Company i] 
green baked enamel. Capacity, 12 sections. ! 
With wings and 2 sections: $5.65 Ea. ie eS En Se { 
ginbed No. 24 like No. 12 but 30 in. wide and i 
with capacity for 24 sections. Priced with AGGr@SS.......ccccccccscocccccecsosecsesceceseeeee 
two sections $8.50 each. ' 
sac Add't Sections, $1.00 Eo. ee ‘ 
NOTE: Types of punching — Kalamazoo 4-post 1 Ring Binder 3-post 1) ‘ 
4 
oney Back Guarantee! 1 
-——S oe ee ee ee ee oe a ee ee ee oe oe oe = a oe = =e aw GS Ge oe Ge eee 
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White City, Ore. Plant Installs Moore Kilns 

















kilns being charged for quick drying of White City lumber. 


dling equipment including — sorting 
chain, resaw, planers, etc. 

White City Lumber Co. is an in- 
tegral part of Southern Oregon Su- 
gar Pine Corp. Other affiliated plants 
are Southern Oregon Sugar Pine Mill 
at Tiller, Ore. and Best Lbr. Co. at 
Medford, Ore. 

‘ President of White City Lumber 
Co. is Glenn L. Jackson, who is also 
vice-president of California-Oregon 
Power Co. Elton V. Jackson, who has 
had considerable experience in _ log- 
ging and lumber manufacture, is 
vice-president and general manager. 

In charge of sales is Robert E. 
Schott, who maintains office at White 
City and supervises the sales of the 
four plants, shipping 10 to 11 million 
feet monthly, mostly kiln dried Pon- 
derosa Pine, Sugar Pine and White 

Fir. 





Nu-Hue Color Guide 


Development of a Nu-Hue Colors 
Professional Guide to provide color 
harmony directions and precise color- 





os — mixing formulas for painters, decora- 

= - lie i — tors, and all who mix paint on the 

AERIAL VIEW showing dry kiln installation at White City (Ore.) Lumber Co. job was announced October 13 by the 
Blower in instrument room, lower left, automatically controls the cross-circula- Martin-Senour Company, Chicago 
tion kilns which have capacity of a half million feet. Photo, lower right, shows paint manufacturer. The tinting guide 


for professionals contains actually 
painted chips of 160 colors which can 
be mixed from 16 basic colors plus 
white. Each chip has a key number 
which is set down with the formula 


The White City Lumber Co., battery of Moore automatically con- in the same guide book. Cost of the 
founded at White City, Ore. three trolled cross-circulation kilns with guide book is $1. It may be obtained 
years ago, has a large concentration one-half million feet holding capacity from Martin-Senour Company, 2520 
yard which consists of a 10-track and a full complement of lumber han- S. Quarry St., Chicago 8, Ill. 

























The Winning Combination 


ABESTO LIQUID, teamed up 
with SMOOTH SURFACE 
ROLL ROOFING, produces a 
better built-up roof at lower cost. 


ABESTO LIQUID is also 
ideal for basement damp proof- 
ing and roof coating. 





























Write for specification sheets 


ce Ak REG. U. S. PAT. OFF. 


Manufacturing Corp., Dept. D-3, Michigan City, Indiana 






















Ut. mee? VAN-PACKER 


Ci A> jimne y? PACKAGED CHIMNEY 
EASY SALES ... EXTRA PROFITS 


@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 


Old homes, new homes, summer cabins, brooder houses, motels, tourist 
cabins, resorts—there's a vast ready market right in your own community. 









YOU CAN’T BUY A SAFER CHIMNEY 


Underwriters’ Laboratories approve the Van-Packer Chimney 
in place of brick for gas, oil, coal or wood in any type 
home . . . one or two story. Ideal for pot type oil burners. 
Meets FHA requirements. 








NATIONALLY ADVERTISED IN LEADING MAGAZINES 
Thousands of inquiries from our ads in Better Homes, Saturday Evening 
Post, Farm Journal, Country Gentleman, American Home, etc., are referred 


direct to dealers. Complete selling literature, newspaper mats furnished 
free. 


®@ COSTS 20% to 40% LESS THAN BRICK 
Easily installed, summer or winter by anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from ceiling or floor joists. A more effi- 
cient chimney with better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 
Easy to handle, minimum stock enables you to supply any | or 2 story 


house with any roof pitch. Furnished complete, all parts for entire 
installation. — 





LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer 
Chimneys or write direct.. Make 
big. profits as the Van-Packer 
dealer in your territory. 


pe 


VAN-PACKER CORP. 


134 S. Clark St., Chicago 3, I. 
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: PONDEROSA PINE 


- marek ~—__ High Altitude, Soft Textured Growth 
NV 
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. Manufacturer and Distributor 
PAUL BUNYAN LUMBER CO. 
ne E 

n- SUSANVILLE CALIFORNIA 
ite REGISTERED 

|| cdnthony Brothows Wood Ca. 
he Try a 
go Convineed Dependable Quality Cor 
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20 

a5 P.O. BOX 86A URBANA, ARKANSAS 

















Clements Lumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 + PHONE 5-3317 + TELETYPE EG 49 

















The A. B. Carroll Lumber Company 


Boards our Specialty 


Hurtsboro, Alabama 
Phone 66 


Bz 








“* ers a 
SHORT LEAF PINE 
and HARDWOOD 
LUMBER 





a Manufacturer of | 
High Grade End-Matched 
Oak Flooring in 25/32 and 1/2 in. 


Need a mixed car? We are able to ship ~ Lor . 
Oak Flooring, Block Flooring and Air ST, Se give santenier 
Dried Yellow Pine Boards in the same attention to reforestation. 
car. 


“Hurtsboro Oak Flooring Co., Inc. 


Plant at Hurtsboro, Alabama — Phone 129 







wester Bevel Siding, Resaw Pine 
and Hardwood are carefully and 
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Koroseal Floor Tile Featured at Fair 


New Koroseal floor tile colors and designs are featured by Sloane-Blabon 
in special exhibit at New Jersey State Fair. Shown discussing company’s new 
Koroseal floor tile design are (left to right) Barrett C. Dillow, sales promotion 
manager of Sloane-Blabon Corporation, Albert L. Harrison, Sloane-Blabon dis- 
tributor of Trenton, N. J., and E. G. Bussmann, Sloane-Blabon’s Philadelphia 
and southern New Jersey district manager. 


Deep South Section Meeting ucts. For a list of the technical pa- 

pers presented at this meeting, write 
Program Chairman H. E. Gustin of 
toca Polytechnic Institute at 
Ruston, La. Q. T. Hardtner, president 


The second technical meeting of 
the Deep South Section of Forest 
Products Research Society was held 
in Memphis, Tenn., October 26 and 27 : ‘ 
at the Peabody Hotel. The meeting of the Urania Lumber Company of 
included subjects of interest to all Urania, La. is president of the sec- 
persons concerned with forest prod- tion. 





Bogalusa Story 

Gunmen, labor wars, behind-the- 
scene tales of big business, are packed 
into a retired tycoon’s book on the 
beginnings of a Louisiana lumber em- 
pire. This sentence opens a two-page 
review of the Bogalusa Story which 
appeared in a July issue of the Dixie, 
Times-Picayune States Roto Magazine, 

The town of Bogalusa provided the 
background for the historical develop- 
ment of the Great Southern Lumbey 
Company, and author C. W. Goodyear 
has tried to relate only the facts and 
occurrences of the earlier days of the 
Magic City of the Deep South which 
he believed to be of general interest. 
His 208-page book is a fascinating 
narrative which begins with the frank 
statement: “This is a story of an em- 
dire carved in wood. Mostly, it is a 
story of the men who did the carving; 
so, mostly, it is the Goodyear Story.” 

In his foreword, C. W. Goodyear 
points out that to those of the older 
generation who read the story, the 
happenings may seem like only yes- 
terday. It is his hope that a sense 
of surprise and discovery will be given 
to the readers who are too young to 
remember the era. 


Forest Products by 


Nelson C. Brown 

Forest Products by Nelson C. 
Brown, author of such successful 
books as Lumber, Logging, and Tim- 
ber Products and Industries, was pub- 
lished September 6. Nelson Brown 
has had many years’ experience in the 
lumber business as both a manufac- 
turer and wholesaler, in the forest 





George Greenis working for YOU?! 


Are you making plans now for next 
spring and summer? It isn’t too early to 
write us about your probable needs. 


Foreman George Green has been a 
Horner craftsman for more than 40 years 

and a stickler for old-time high stand- 
ards! To the beautiful, slow grown, close 
grained hardwoods of Northern Michigan, 
George and his fellow artisans at Horner 
apply their exacting skills—to make 
flooring that you can sell with pride and 
confidence. If you’re a Horner 


dealer, George is working for 
YoU! 


215 Maple Avenue 








HORNER FLOORING COMPANY 
Dollar Bay, Mich. 


the oldest name in 
Hardwood Flooring 





THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 














So Te 











_... Sp gy in Oak Floor. ~ 
ing. General wholesal- 
ers of all lumber items. 


Contact us on your 





folate! 


od sas City 6, Mo 
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SPECIFIED LENGTH 


Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 
Shipped ahead of time — 
faster than promised. We 
hope you like this policy be- 
cause we've been doing it for years. Standard green Fir 
shipped in specified lengths, widths and grades of dimension; 
also small squares and boards. The steadily increasing number 
of customers to whom we ship think Air-King's dependable 
service and good, well-manufactured lumber is worth something. 

If you like the idea, send us your inquiries. 


AIR-KING MFG. CORP. Tigard, Oregon 
Telephones — Portland Line CH 3330 or Tigard 6161 

















WINDS HUFF AND PUFF === 


| Scnvewtite ZZ - 
ALUMINUM NAILS , , 
SHOO WINDS AWAY 


Winds beat in vain against the 
roof that is nailed down with 
SCREWTITE NAILS - - they 
really 'shoo the winds away!’ 
SCREWTITE screw shanks 2 
clamp roof on tight -- patented neoprene wash- 
er plugs nail hole, preventing moisture seepage. 







































TO SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 
INCENSE CEDAR 





~*~ Mills: Anderson and Canby, California 
Sales Office: Anderson, California 











Jeffreys-MeElrath } © 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga. 
Chase City, Va. 


Keesville, Va. 
Raleigh, N. C. 
Oxford, N. C. 


Milledgeville, Ga. 
Arkwright, Ga. 
Jackson, Ga. 














| 
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See 


————— 








Every Yard Should Have an 
American Car Door Roller 


Best and cheapest 
helper for loading and 
unloading lumber. 





Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 


















Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwoed stock in our own 
modern flooring plant. 


OAK 
Ce) 


BEECH 
fe) 


PECAN 





Also kiln dried 
hardwoods. Mod- 
ern kiln drying and 
planing mill facili- 
ties. 









SUNT VER 


Mobile River Saw Mill Co., Inc. 


MT. VERNON, ALABAMA 
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products business, and as consultant 
to private firms. He is now Professor 
of Forest Utilization at the New York 
State College of Forestry, Syracuse 
University. 

Forest Products is based on Mr. 
Brown’s Timber Products and Indus- 
tries. It emphasizes fundamental 
principles, describes both the techni- 
cal processes and the developments 
within each industry, and points out 
the economic problems involved. The 
book begins with a review of the his- 
tory, economics, statistics, and of 
methods of cutting in the woods. It 
also shows the relationships and ap- 
plications in the various phases of 
. forestry. These must be understood 
before going on to the main part of 
the text which is a concise summary 
of each product, providing a guide to 
the business potentialities of forestry. 

Some of the important develop- 
ments and influences covered in For- 
est Products are reduction of woods 
waste by prelogging, relogging, and 
salvage logging ... manufacture and 
processing of veneers, plywood, pulp 
and paper products, densified wood, 
and fiber boards. For information 
write John Wiley & Sons, Inc., pub- 
lishers of books, 440 Fourth Ave., 
New York 16, N. Y. 


Herman J. Bayer Memorial 


In memory of Herman J. Bayer, 
1891-1950, a committee has been au- 
thorized by the board of directors, 
and appointed by the president of 
the New York Lumber Trade Associa- 
tion, to gather funds for a suitable 
memorial. Pryor H. Kalt, chairman 


of the committee, reports that the 
lumber industry will long remember 
Herman J. Bayer not only for the 
many important association offices he 
held, but also as a counselor and 
friend. 

One of Mr. Bayer’s. cherished 
dreams was to see the building fund 
of his church grow to the point where 


-enough money would be on hand to 


start construction of a new edifice. 
The Memorial Committee is accepting 
contributions for this purpose in 
honor of Mr. Bayer. Collections will 
be used to pay for pews, organ or 
some part of the church. Pryor H. 
Kalt’s address is 324 East 64th St., 
New York 21, N. Y. 


Red Cedar Shingle Bureau 
Meeting, December 8 


The annual meeting of the Red 
Cedar Shingle Bureau, representing 
all of the northwestern mills who pro- 
duce Certigrade Red Cedar Shingles, 
will be held at the New Washington 
Hotel in Seattle, Wash., at noon, Fri- 
day, December 8. These annual meet- 
ings of the Red Cedar Shingle Bureau 
are not only attended by the great 
majority of the western shingle mills 
but also have as their guests many 
lumber manufacturers, wholesalers 
and commission men from all parts 
of the country. 

“We are more than anxious,” said 
W. W. Woodbridge, secretary-man- 
ager of the Bureau, “to have a large 
attendance of retail, wholesale and 
lumber manufacturers. It’s a fine time 
for buyers to plan their western trip 


and be welcomed by the manufactur- 
ers at this meeting. An interesting 
program is being arranged and I fee] 
everyone will be well repaid for at- 
tending.” 


Aluminum Window Assn. and 
Window Institute Merge 


At a recent joint meeting of the 
Aluminum Window Manufacturers 
Association and the Aluminum Win- 
dow Institute, a merger of these two 
organizations was effected. As a re- 
sult of the merger, the new Associa- 
tion will represent 18 of the largest 
aluminum window manufacturers in 
the country. Included in this group 
are manufacturers of Double-Hung, 
Casement and Projected windows for 
residential, commercial and monu- 
mental-type buildings. 

According to Wilson A. Smith, 
president, the Association will con- 
tinue jts program of promoting the 
maintenance of high quality stand- 
ards in the design and manufacture of 
all types of aluminum windows. Rigid 
specifications and a “Quality-Ap- 
proved” Seal Program have been es- 
tablished by the Association for the 
protection of those who specify and 
buy aluminum windows. Only alumi- 
num windows that have been tested 
by the independent Pittsburgh Test- 
ing Laboratory and meet the mini- 
mum structural standards covering 
quality of materials, construction, 
strength of sections and minimum air 
infiltration requirements by the Asso- 
ciation are eligible to carry and dis- 
play this “Quality-Approved” Seal. 

Herbert .S. Blake, Jr., will continue 





Rod Devil 


FLOOR CONDITIONING 
EQUIPMENT 


FOR SALES 


Buy these leaders in design and per- 
formance—thru a single manufacturer. 


FLOOR 
POLISHER 
No. FP 1 
No. FP2 


No. CS1 


SEND FOR COMPLETE CATALOG OF 


Rad Devil, 


TOOLS, ACCESSORIES, and MACHINES 
RED DEVIL TOOLS, IRVINGTON 11,N. J.,U.S.A. 


FOR RENTAL 








LUMBER COMPANY 


Columbus, Georgia 


Manufacturers and Wholesalers 


YELLOW PINE -- HARDWOODS 
WEST COAST PRODUCTS 


Birmingham, Ala. Office: P. O. Box 97, Powderly, Phone 8-1548 


Phone 3-7721 











PRECISION 


folding stairway 


@ No springs—Actuated 
by counterweights 


@ Easy to operate 
@ Safety treads on steps 
@ Insulated door panel 
@ Requires no attic space 
@ Shipped in one package 
Write for full information a 
PRECISION PARTS CORP. 


Nashville 7, Tennessee 
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Let Ferguson take care 
| of your lumber needs 
~promptly, efficiently, 
satisfactorily. 
the 
ers Ferguson has been 22225555 
ns satisfying buyers since 
mg 1893. 
ia- 
est 
in 
tm W. T. FERGUSON LUMBER COMPANY 
i ST. LOUIS 1, MISSOURI 
ith, 
= BURNER with 
nd- CONE GRATE 
A. * Burns 25°, More 
A p- * With 75% less smoke and 
es- cinders. Fool proof 
7 We Also Build 
mi- BOILERS — 5 TO 1200 H.P. 
ted TANKS and STACKS 
»st- STRUCTURAL STEEL 
ini- FABRICATORS 
ing MERS. FLANGED & DISHED HEADS 
ion, We Stock 
air Straight & Bent Boiler Tubes 
ie SEATTLE BOILER WORKS 
1. : 4 Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
nue SEATTLE, WASH. 
— oe 
18 
| D. M. McC 
||, | D. M. McCuintock LumBer Co. 
i Terminal Sales Building, 
: PORTLAND 5, OREGON 
§ Telephone: Atwater 9355 
3 Douglas Fir @ Red Cedar 
: Sitka Spruce & Hemlock Lumber 
) Shingles 
| i Exclusive Mill Agents 














TANNEWITZ crue: 


for Swing Saws 
4 AV t S $30 to $50 A MONTH 
IN LUMBER AND LABOR 

30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


SS we TANNEWITZ WORKS 
= Lee GRAND RAPIOS 
MICHIGAN 
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If we’ve been a lap or two behind in our race 
to deliver Dua-Laps to you, please remember 
we're trying hard to catch up. The building 
boom boomed to such proportions that every- 
one wants Dua-Laps up... and we're caught 
with our shingles down! For builders have 
found Dua-Laps to be the ‘‘Réedl McCoy.” The 
new Infra-Red process gives Dua-Laps a 


ii ij i harder, more durable finish, makes it easier, 

faster to apply. We're shipping Dua-Laps in 
: greater volume than ever —so we hope your 
Te 


Dua-Laps will arrive soon. 


THE Appopiecen 


STAINED SHINGLE COMPANY 


355 SPRUCE STREET, COLUMBUS 15, OHIO 




























Members: 


hh hh 
CERTIFIED 













Manufacturers of Band Sawn 


@ NORTHERN CAROLINA PINE 
@ SOUTHERN HARDWOODS 
Mixed cars @ CYPRESS 


mouldings. 


flooring. base- @ END-MATCHED 





board. casing, 

finish stock, PINE, OAK, MAPLE and GUM 
sheathing, 

boards. dimen: FLOORING 

sion, etc 
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MILEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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as secretary of the Aluminum Win- 
dow Manufacturers Association with 
headquarters at 74 Trinity Place, 
New York 6, N. Y. 


C. W. Wojack Manager of 
P. & F. Corbin New York Office 


E. V. Pomeroy, vice-president of 
The American Hardware Corp., New 
Britain, Conn., made public the ap- 
pointment of Casimer W. Wojack as 
manager of the P. & F. Corbin Di- 
visions, New York City office. Mr. 
Wojack replaces Clifton McKenna, 


who retired from that postion last 
year. A native of Holyoke, Mass., 





Cc. W. Wojack 


Mr. Wojack joined the Corbin or- 
ganization as a sales trainee in June 
1938. Three years later after com- 
pleting the firm’s extensive on-the- 
job training he entered the Contract 
Sales Department. In 1941 he was 
transferred to Marine Hardware 


Sales work and in 1943 he was placed 
in charge of all the company’s Ma- 
rine Hardware Sales. 


Bourne, President of 
Montgomery and Crawford 
Henry T. Bourne, vice-president and 
general sales manager of Sargent and 
Company for the past seven years, is 
the new president and general man- 
ager of Montgomery and Crawford, 
Inc. of Spartanburg, S. C. The an- 
nouncement was made recently by 
John Jemison, vice-chairman of the 
board of the firm which distributes 
wholesale hardware, plumbing, elec- 
trical and mill supplies in the Caro- 
linas. 






















H. T. Bourne 


A native of New Haven and Yale 
'22, Mr. Bourne has spent his entire 
business career in the merchandising 
field in both sales and advertising 
work. He is widely known in the 
hardware industry for his contribu- 
tions to improved selling techniques. 
He is the author of “The Science of 
Distribution”, “Post-War Trade Prac- 
tices” and other articles and addresses 
on the simplification and moderniza- 
tion of hardware selling procedures 
and packaging practices throughout 





the trade, These were published while 
Mr. Bourne headed sales development 
for Sargent and Company. 


Duff Gains New Post 


J. Bryer Duff, assistant general 
sales manager at Sargent & Company 
for the past eight years, has been 
promoted to the post of general sales 
manager. The appointment of Mr. 
Duff was announced by C. F. Sargent, 
president of the New Haven lock and 
hardware manufacturing firm. 

In his new position, Mr. Duff will 
head sales and merchandising devel- 
opment and continue the company’s 


‘J. B. Duff 


program for improving its packag- 
ing and distribution procedures. He 
is a charter member of the Amer- 
ican Society of Architectural Hard- 
ware Consultants. 

Mr. Duff succeeds Henry T. Bourne, 
who resigned from the position of 
sales manager at Sargent & Com- 
pany to assume the presidency of 
Montgomery ‘and Crawford Co., Inc. 














Low freight rate 


The SLIDE-A-FOLD 


Disappearing Attic Stairway 
A handy, practical and LOW COST 


way to reach the valuable storage 
space of the attic. 


COMPLETELY ASSEMBLED 
EASY TO INSTALL 


LOOKS GOOD 
WRITE SUPERIOR CONSTRUCTION 
FOR REQUIRES SMALL SPACE 


LOW IN COST! 


Shipping weight 65 lbs. 


CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 
































BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 


ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 










Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8 and 10" 
siding. 


















DIAMOND <> HARD 


MAPLE 














ee 


rrr 






+9 15 YER NAA COIS Liss 22" 





~ 
~ Ay Comiomsennsbinnmhcadinoonmor nay se Aa aed Sant Uae 








~~ 1.w. WELL 





Diamond Hard is a brand of flooring that has proved its 
ability to satisfy users for over 35 years. 


Good delivery on several sizes of our industrial flooring. 


LUMBER (CO. 





MENOMINEE, 
MICHIGAN 





YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader ... Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. 





= GHAM 


MACHINERY 
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SELLING STRUCTURAL CLAY 
PRODUCTS 

(Continued from page 74) 
tion, considering life of the 
structure and lack of mainte- 
nance. To answer a question 
regarding the strength of tile, 
Achmann has -loaded a truck 
with five tons of material and 
driven it onto a tile unit. Ach- 
mann also points out that brick 
and tile are never out of style. 
Furthermore, it is a material 
that can be stored in the open 
without damage. 

Out in Jordon, la., Art Ster- 
ner believes in using the mate- 
rials he sells. That is one good 
reason why four of the build- 
ings in his own layout are face 
tile buildings. Sterner owns the 
only grocery store in Jordon, 
also the only hardware store, 
lumber and materials yard, 
grain elevator and feed store. 

Personal contact and service 
are responsible for most of his 
sales of tile products, accord- 
ing to Art’s son, Wesley, who 
has succeeded his father as 
general manager of the Sterner 
enterprises. 





OKLAHOMA CONVENTION SETS 
RECORD 


(Continued from page 78) 


tion program included the ap- 
pearance of Michael MacDou- 
gall, card and gambling detec- 
tive, at a party for the men. A 
ladies’ surprise party was held 
at the same hour. Entertain- 
ment and no speeches high- 
lighted the annual banquet at- 
tended by more than 700. 

Fourteen kittens were ini- 
tiated into Hoo-Hoo and one 
reinstated at a concatenation 
in the Auditorium. he degree 
team consisted of Ben F. 
Springer 34265, Snark of the 
Universe; Joe M. Morris 51040, 
Senior Hoo-Hoo; Clifford H. 
Schorling 45543, Junior Hoo- 
Hoo; Lawrence L. Lantow 
53211, Bojum; Vaile Henry 
50512, Scrivenoter; Lewis O. 
Williams 52762, Jabberwock; 
Charles W. Goodrum 20913, 
Custoeatian; Hugh R. Hughes 
50509, Arcanoper; Arthur J. 
Black 34920, Gurdon. 


New officers elected by the 
association were: Paul Leon- 
hard, Chaffin Brothers Lumber 
Co., Oklahoma City, who suc- 
ceeded Walter Hinton of the 
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Geo. C. Wright Lumber Co., 
Altus, as president; Sy Akard, 
Akard & Caton Building Ma- 
terials, Enid, was named vice- 
president, and Alfred L. Leon- 
hardt, H. E. Leonhardt Lumber 
Co., Oklahoma City, was re- 
elected treasurer. 

New directors are Charles 
Gore, Bartlesville; C.S. 


Holmes, Muskogee; W. H. 
Stromberg, Ardmore; W. H. 
Stewart, Shawnee; G. P. 


Sharpe, Oklahoma City; H. C. 
Hartenberger, Watonga; Al 
Walker, Mangum and Norman 
Ryerson, Alva. 





CONVENTIONS 
(Continued from page 87)- 


Lumber and Builders’ Supply Ass’n., 
Murat Temple, Indianapolis, Indiana. 





March 1-2-3—JIntermountain Lbr. 
Dir. Assn., Hotel Utah, Salt Lake 
City, Utah. 

March 6-7—North Dakota Rtl. Lbr. 
Assn., City Auditorium, Fargo, N. 
Dak. 


March 9-10—West Virginia Lbr. & 
Builders Supply, Daniel Boone Hotel, 
Charleston, W. Va. 

March 14-15-16—Iowa Retl. 
Assn., Iowa Exhibit 
Moines, Iowa. 

March 14-15—Louisiana Bldg. Mtl. 
Dirs. Assn., Jung Hotel, New Or- 
leans, La. 

March 20-21-22—Carolina Lbr. & 
Bldg. Sply. Assn., Municipal Audi- 
torium, Asheville, N. Car. 

March 21-22-23—South Dakota Rtl. 
Lbrms. Assn., Coliseum, Sioux Falls, 
S. Dak. . 
March 26-27—Tennessee Bldg. Mtl. 
Assn., Municipal Auditorium, Chatta- 
nooga, Tenn. 

March 29-30-31—Independent Retail 
Lbr. Dir. Assn., Radisson Hotel, Min- 
neapolis, Minn. 

April 4-5-6—Southern California Re- 
tail Lbr. Assn., Ambassador Hotel, 
Los Angeles, Calif. 


April 5-6—Mississippi Retl. Lbr. Dlr. 


Lbrms. 
Bldg., Des 


Assn., Buena Vista Hotel, Biloxi, 
Miss. 
April 11-12-13—New Jersey  Lbr. 


Assn., Berkeley-Carteret Hotel, As- 
bury Park, N. J. 

*April 18-19-20—Florida Lbr. & Mill- 
work Assn., Sheraton Plaza Hotel, 
Daytona Beach, Fla. 

April 22-23-24—Lumbermen’s Assn. 
of Texas, Municipal Pier, Galveston, 
Texas. 

May 17-18-19—Arizona Retl. Lumber 
& Builder Spl. Assn. 
Indefinite — Montana Retl. 
men’s Assn. 

October 16-17, 1950—Oklahoma Lum- 
bermen’s Association, Municipal Au- 
ditorium, Oklahoma City, Oklahoma. 


Lumber- 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
tied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date . 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No reny commission or cash discount 


allowe 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c¢ per line. 
6 Times — 8c per word for each insertion. 
inimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, IIl. 


«HELP WANTED 


Wanted—Man preferably under fifty. familiar 
with estimating. billing and selling of custom 
millwork. Excellent position with old estab- 
lished firm. Reply to Box No. F-50, American 
Lumberman, Inc. 














Wanted—Man preferably under fifty years of 
age. capable of becoming production man- 
ager of plant manufacturing unit windows. 
Must be thoroughly familiar with millwork 
and be able to handle men. 
The Unit Window Company 
South Bend, Indiana 





Wanted an experienced estimator, detailer 
and biller for special wood mill work. Ad- 
dress Box F-51, American Lumberman, Inc. 





WANTED: Young man for retail lumber yard, 
Eastern Wisconsin area. Must be familiar 
with office detail! and able to handle counter 
trade. Good future for right man. Give 
references and salary expected. Address Box 
F-52, American Lumberman. Inc. 





Thoroughly experienced manager executive 
who can take complete charge of every 
phase of lumber and building supply opera- 
tion. Address Box G-21. American Lumber- 
man, Inc. 





WANTED ; 
Sales Manager of West Coast Lumber De- 
partment 7 large manufacturer and whole- 
icago office. To handle all sales 
in Midwest. working direct with trade and 
through large staff of own salesmen. Must be 
experienced, possess ability to supervise and 
work with manufacturing and buying or- 
ganization on West Coast also sales organi- 
zation in Midwest. Permanent, excellent op- 
portunity, substantial guaranteed salary plus 
bonus. Prefer man 35/50 years of age. Ad- 
dress Box G-23, American Lumberman, Inc. 


WANTED: Man, probably under 50 years of 
age. for position as factory superintendent of 
Hardwood Flooring Mill. Must be familia: 
with production methods of strip and block 
flooring. Ability to handle men a requisite. 
Address Box G-37, American Lumberman. Inc. 
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HELP WANTED 


First Class Log Band Sawyer: right hand 8 
ft. Allis mill, gun feed and Trout set works, 
on foreign and domestic hardwoods. Plant 
located Eastern Seaboard. Write references 
and qualifications to Box No. G-20, American 
Lumberman, Inc. 











WANTED: Aggressive young man to manage 
small retail yard, Milwaukee area. Must 
have lumber and millwork experience, be 
willing to wait on customers and act as 
tallyman. Good opportunity and future for 
right man. Address Box F-53, American Lum- 
berman, Inc. 


WANTED: For yard in Milwaukee area com- 
petent yard man. Must be experienced in 
retail lumber and millwork. State salary ex- 
pected and references. Address Box F-54, 
American Lumberman, Inc. 








Wanted—Man preferably under fifty years of 
age, capable of managing and handling the 
sales of a company making wood boxes, ply- 
wood boxes, and pallets. 
South Bend Box Company 
South Bend, Indiana 





Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box 128, Brainerd, Minnesota. 


WANTED SALESMAN—Middle West territory. 
To handle established millwork jobbing trade, 
for large middle west stock millwork manu- 
facturer. State exverience and references. 
Address Box G-24, American Lumberman, Inc. 


ACCOUNTANT 

Experienced accountant wanted for lumber re- 
manufacturing firm located in Sacramento. 
California, area. Must have lumber experi- 
ence and be thoroughly qualified to handle 
cost and general accounting, inventory con- 
trol, etc. Good opportunity. Reply giving 
resume of experience, training, personal data, 
salary expected, availability. Address Box 
G-25, American Lumberman, Inc. 


WANTED 
Man to practically start and conduct sales 
department. Must be experienced, resource- 
ful, sober, industrious: Between 30 and 50 
years of age. Ours is a manufacturing and 
concentrating Yellow Pine, Hardwood and 
single unit Oak Flooring set up. 


Have ample capital to conduct safe whole- 
sale business but primary need is to market 
own produce in best market at ovrofitable 
sales price. Three plants, one in Louisiana 
and two in Mississippi. Normal shipments 
about 25 million feet combined woods. 











Must be proven result getter or will not fit 
this place. Our hope is to employ a man 
who can show in reasonable time he is 
worth more than starting salary. Profit par- 
ticipating plan possible. 


Revly by mail (we will treat confidential) 
giving brief outline, salary. experience, age. 
W. L. Behan. Sr., Columbus Lumber Co.. 
Brookhaven, Mississippi. 


SITUATIONS WANTED | 


Sales or managerial position with wholesale 
or retail building material company, office or 
travel. Engineering degree, 15 years’ expe- 
rience in lumber, millwork, roofing, steel, 
insulation and allied yard items. No. Illinois 
or Eastern Iowa preferred. Address Box F-60, 
American Lumberman, Inc. 














Former owner of wholesale and retail lumber 
yard desires vosition as superintendent or 
manager in mill or yard. Age 34, experienced 
in Construction, detailing of men. lumber 
operations, finishing mill. estimatina, etc. 
State full particulars in first letter. Address 
Box F-39, American Lumberman, Inc. 





Wanted position as band saw filer, 25 years’ 
experience, and guarantee entire satisfaction 
or no pay. Also experienced as planing mill! 
mechanic, and can report on short notice. 
Address Box G-26, American Lumberman, Inc. 





Bookkeeper, good penman, stenographer. 
capable correspondent. 25 years’ lumber ex- 
perience, desires position with well rated 
firm in large or medium size City. Married. 
State details and salary weekly. Address 
Box G-27, American Lumberman, Inc. 





Superintendent of Southern Pine Mills and 
Retail Yards. Ten years’ experience. Now 
employed. Desires change. Married. 39 years 
old, sober and dependable. Best of refer- 
ences. Address Box G-30. American Lumber- 
man, Inc. 
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SALES REPRESENTATION 
AVAILABLE 








Energetic lumberman, with over 20 years’ 
experience, desires position with building 
material manufacturer as sales representa- 
tive. Michigan territory preferred. Manu- 
facturer should have several products. Ad- 
dress Box G-28, American Lumberman, Inc. 





Former branch manager of national concern 
wishes to represent manufacturer of hard- 
ware or building material items for New 
Orleans and vicinity. Age forty-two with 
fifteen years of contacts. Address Box G-29, 
American Lumberman, Inc. 





WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New Jersey. Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 











Wanted—Appalachian Hardwoods, also Round 
oa — Locust. P. O. Box 1323, Cumber- 
and, bs 





Wanted: Clear Kiln Dried Basswood and 
hard maple mouldings. 13/16 x 13/16’ 
square lengths 7’ up. B & K, P.O. Box 1674, 
Paterson. N. J. ‘ 





PLYWOOD 
CUTOFFS WANTED 
Strips, Rejects, Anything, Everything 2 inches 
up. Truckload to Carloads. Box G-3l, Ameri- 
can Lumberman, Inc. 





Wanted several cars of YP, Fir or Spruce bed 
slats. EE. State price and delivery date. 
Bernard Sales Co., St. Paul, Minn. 


BUSINESS WANTED _—© 











Desire to invest and as part owner assume 
active interest in progressive lumber yard in 
northern Indiana or southwestern Michigan. 
Address Box F-55, American Lumberman. Inc. 


WANTED TO BUY 
Retail Lumber Yard and Building Supplies 
with good sales volume. Have cash to in- 
vest. Can give excellent bank trade and 
character references. Give full particulars 
which will be held strictly confidential. 
Write P. O. Box 1138. Dania, Florida. 


~ BUSINESS OPPORTUNITIES | 














BUSINESS OPPORTUNITY 


For a man of middle age qualified to act as 
manager of purchases and merchandising for 
a small growing chain of yards handling 
lumber, building supplies, paint and hard- 
ware, in Michigan. Must be aggressive and 
able to handle self in competitive market 
with a good potential. Can purchase inter- 
est in any amount up to $75,000.00. Good 
base salary. This is an opportunity for the 
tight man. Address Box F-4]1, American Lum- 
berman, Inc. 





FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 
—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production, 
sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue, North 
Birmingham, Alabama 


USED MACHINERY WANTED 


<a 


2 roll Resin Glue Spreader 144” Clamp Car. 
rier, 24°" single square or triangular head 
Planer. P. O. Box 444, Waukesha, Wisconsin, 


WANTED TO BUY— 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 




















STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





Manufacturer of complete window unit wants 
source of K.D. window frames. Write Box 
F-46, American Lumberman, Inc. 


TIMBER & TIMBERLAND | 
FOR SALE 


FOR SALE : 
600 acres of Timber. consists of White and 
Red Oak, Poplar, Ash, Beech. Hard and 
soft maple. stimated 460,000 feet Timber, 











Cross Ties 21,180. Henry Atkinson. 420 E 
Marietta St., Decatur, Illinois. 


BOOKS FOR SALE 











LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will 
help the student and operator to gain a bet- 
ter understanding of logging methods em- 
ployed. Price $5.00. 


BUYER AND SELLER. By Baughman. 19th 
edition. Lumber tables showing 14,000 differ- 
ent sizes and lengths, and the number of feet 
in any number of pieces at a glance. Useful 
tables for reducing feet to inches, vice versa. 
Log scales, weights and measures, odd sizes. 
odd lengths, number of lath and the ingredi- 
ents for plaster and mortar—just a few of the 
handy things to know. Desk Edition. Price 
$6.00. 


BUYER AND SELLER LUMBER _CALCULA- 
TOR. By H. R. A. Baughman. Sixth pocket 
edition. Lumber tables show all sizes and 
lengths in general use, and the number of 
feet in any number of pieces can be deter- 
mined at a glance—same tables can be used 
for addition, multiplication and division; also 
for computing dollars and cents by use of the 
decimal point. Also diagram and rules for 
cutting rafters, rules for finding the number 
of shingles and number of feet of flooring 
and siding for any size building, other help- 
ful hints. Price $2.50 


EXPERT LUMBER PRICER. By E. M. Hiatt. 
A page for each price per thousand, in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each page 
are listed by thickness and width the differ- 
ent items carried in the ordinary retail yard. 
and along the top margin are the various 
lengths. Turn to the price and find where the 
item and length lines cross, then find price 
per piece. Price $6.00 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


LIGHTNING VENEER CALCULATOR. By 
Vermeulen. Aid to veneer manufacturers an 
users of veneers for an accurate, handy 
simple calculator. Tables cover all dimen- 
sions from 1/16 inch to 48 inches wide and 
from 1 inch to 144 inches long. Price $5.00. 


LUMBER CALCULATOR. By W. H. Solomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dil- 
ferent sizes of lumber, especially where frac- 


. tional parts of an inch are to be figured. 


Price $2.00 


LUMBERMAN’S AMBIDEXTER. Revised Edi- 
tion. The most widely used calculator in the 
industry. Easily used with thumb index. All 
figures can be relied on as being correct: 
Price $3.50. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Il. 


November 4, 1950, AMERICAN LUMBERMAN & 





